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Each One of These is a Real Help 


The National Underwriter 
Life Insurance Edition 


Weekly, $3.00 per year. Devoted to news, statistics and 

salesmanship section each week. 
Weekly supplement to the Unique Manual-Digest and 
iaiis Sen TE Chem, Genes & Senge Se eetees, 
rates, values, dividends, etc. E-very life insurance office 
needs this great service. 


The Insurance Salesman 


Monthly, $2.00 a year. Companion monthly publication 
to The National Underwriter. Devoted exclusively to life 
insurance salesmanship. Has helped thousands of agents 
definitely to increase their production. Successor to the 
life department of Rough Notes, of Indianapolis, for 40 
years one of the standard insurance papers. 1920, absorbed 
Life Insurance Independent of New York. 


The Unique Manual-Digest 


Standard life agents’ field book showing for all companies, 
250 in number, thoroughly and in detail, annual state- 
ments, general information, analysis of policy contracts, 
premiums, cash, loan, paid-up and extended values, 
dividends, net costs and 100 pages of reserve, mortality 
and miscellaneous tables. Printed on thin paper, bound in 
covers, of convenient pocket size, 1,300 pages in all. The 
only “combination” book now issued, showing in a single 
volume all company rate and policy information. Pub- 
lished annually in May. Price $3.50. 


The Little Gem Life Chart 


The original vest pocket book, published for many years 
by Sampson Dawe of Boston. Contains the more impor- 
tant companies’ policies, rates, values and cost information, 
98 companies in all, with reserve, mortality and miscella- 
neous tables. Printed on finest “‘bible’’ paper, 200 more 
pages than nearest competitor. Also shows financial and 
insurance record for 5 years of all companies in the country, 
250 in number. Issued annually in April. Price $2.00. 


Anderson’s Selling Points Classified 


Is the book on life insurance salesmanship that we recom- 
mend. 164 pages of selling points classified according to 
the objections commonly offered by prospects, the ideal 
way of presenting this information. It contains most of 
the standard arguments and answers to objections met in 
selling life insurance. It has been the means of closing 
thousands of cases. The arrangement and brevity of 
statement of this book is its great merit. Price $1.00. 


The Stemnent Life Bulletins 


rates, values, dividends, and net cost information in greater 
detail than is possible in any of the published books. 
Values and dividends at every age instead of at five year 
ages. Synopsis of company, policy plans, etc. Supplements 
and keeps up to date by furnishing 

30 days of issuance throughout the year the Unique 
Manual-Digest and Little Gem Chart. 


The Salesmanship Section devoted to successful selling 
plans in use by the leading producers of the country. 


Jackson’s Easy Lessons in Life Insurance 


The best statement of the elemental principles of life insur- 


ance, easily understood. Accompanied by a Quiz Book of 
questions. Virtually a correspondence course on the sub- 
ject of life insurance. Price $1.50. 


The Medical Side of Field Work 


By Dr. Wm. Muhlberg. Gives the agent just the informa- 
tion he needs to talk life insurance salesmanship from the 
medical side. It shows the agent how to handle “border 
line” cases. Gives a working knowledge of the principles 
of life insurance medicine, a branch of field work which 
many agents have neglected. New edition just out, 


price $1.50. 





In addition to the above we publish many leaflets and books on life insurance and 
can furnish promptly the publications of all other publishers. We have a complete 
printing office and bindery especially equipped to do insurance work and get out 


attractive advertising literature. 
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DAY SHEDS LIGHT ON 
WORK OF COUNSELLORS 


Gives Dailey Investigating Com- 
mittee Explanation of View- 
point Held by Policyholder 


WAS IMPRESSIVE WITNESS 


Testimony Removes Possibility of IIli- 
nois Legislative Committee Making 
Extended Investigation of Business 


There will be no searching investiga- 
tion of the life insurance business con- 
ducted by the Dailey investigating com- 
mittee of the Illinois senate as was 
peered into last week. Darby A. Day, 
Chicago manager of the Mutual Life 
and president of the Chicago Associa- 
tion of Life Underwriters, appeared be- 





DARBY A. DAY 


fore the Dailey committee last week, 
and gave such able and explicit testi- 
mony that the committee now has a 
clear understanding of the questions 
which so confused and bewildered it 
last week as to make its members feel 
that the business methods of the life 
Companies operating in Illinois and, in 
fact, throughout the country, were in 
need of sharp scrutiny and general re- 
form, 
Day Faces Adjusters 


At the hearing last week Mr. Day sat 
on one side of a large conference table 
facing Le Roy Burton, Harry A. Davis. 
J. C. Punch and J. W. Shera. All but 
the latter are independent counsellors 
and adjusters in Chicago. Mr. Shera is 

hicago manager of the Guarantee Fund 
Life Association. The so-called life in- 
surance advisors some time ago filed 
7 against Mr, Day and Insurance 

ommissioner Thomas J. Houston, de- 
Claring that these two had conspired to 











EFFECTS OF INFLUENZA THIS YEAR 








NEW YORK, May 14.—The 1923 in- 
fluenza epidemic,. which began in De- 
cember, 1922, in the southeastern states 
of North and South Carolina, Georgia 
and Tennessee, swept over the country 
like a tidal wave, reached its peak in 
February and finally subsided in the 
last week of the first quarter of the 
year, as indicated by the mortality sta- 
tistics of the Metropolitan Life indus- 
trial department. Although starting in 
the south, the epidemic reached every 
corner of the United States before it 
departed. Compared with the flurry of 
1922, the epidemic was a huge one, but 
was not comparable to the 1918 and 1919 
pandemic, nor to the recrudescence of 
the disease in 1920. 

There are no flukes in the figures of 
the Metropolitan, inasmuch as they rep- 
resent the experience of 14,000,000 pol- 
icyholders. These statistics can be ac- 
cepted as a true indication of the 
conditions in the urban life of the coun- 
try, although of course the industrial 
department of the Metropolitan does 
not function in the rural districts. 


Cause of Higher Mortality 


During the first quarter of the year, 
the type of influenza which prevailed 
was generally far less virulent than in 
the world pandemic of 1918 and 1919, 
and than that of 1920. But the “flu” of 
this year is nevertheless, according to 
George H. Van Buren, supervisor of 
statistics for the Metropolitan, more 
severe than for 4922, and is the chief 
cause of the higher mortality of 1923 
as compared with the first quarter of 
1922. 

The type of influenza prevailing this 
year did not run quickly into pneu- 
monia, nor cause death in anywhere 
near the same proportion as the 1918 
variety, but it is a direct cause of a 
large increase in the death rate, and the 
indirect cause of the death of many 
thousands who were the victim of vari- 
ous forms of chronic diseases. In these 
cases, many deaths which would have 
occurred three months, a year or two 
years later were brought on by attacks 
of influenza. 

From the experience of the Metro- 
politan the cases of influenza this year 


ruin their business. The suit is still 
pending, but at the hearing of the Dailey 
committee last week, Meyer H. Glad- 
stone, attorney for the advisors, took 
occasion to review the entire case, and 
to rehash all of the sensational features 
in connection with it. 
What Committee Wants 


Mr. Day was given the entire morn- 
ing in which to answer the charges made 
by the group of counsellors at the pre- 
vious week’s hearing. The afternoon 
was given over to the so-called adjust- 
ers and their attorney. At the conclu- 
sion of all arguments it was evident that 
the Dailey investigating committee is 
now in favor of an agent’s qualification 
law providing for definite qualifications 
on the part of agents, and an anti-twist- 
ing bill which will stipulate that it shall 
be against the law for anyone to twist 
or switch a policy if the policyholder 
does not have explained to him all of 
the benefits and provisions of his exist; 
ing insurance, as well as an outline of 








were concentrated on children between 
the ages of 1 and 5 and on those of age 
45 or older. There is no concentration 
between the ages 20 and 45 years as 


was so strikingly evident in the big 
epidemic. In the 1923 attack, only 7% 
percent of the deaths were between the 
ages 25 and 34 as compared’ with 31 
percent during the world pandemic. Of 
the cases examined in 1923 there were 
21 percent at ages 55 to 64 and 19% 


percent after age 65. During the out- 
break of 1918 only 3.4 percent of the 
deaths were those of persons aged 55 
to 64 years and 3.5 percent were those 
of persons 65 and over. 

It is interesting to compare the epi- 
demic of 1923 with that of recent years. 
It is quite evident that the companies 
did not meet this year with a mere 
repetition of the influenza flurry that 
occurred early in 1922. During Febru- 


ary, 1923, the death rate was 90.2 per 
100,000 lives exposed. In 1922 the rate 
was 48.7 per 100,000 exposures and in 


1920 245.3. This indicates clearly that 
the epidemic this year, while almost 
double of that a year ago, is far below 
the big 1920 recrudescence. 
Prevalence of Pneumonia 


The prevalence in pneumonia is also 
of interest. There were 168.1 deaths 
per 100,000 lives exposed from pneu- 
monia in February, 1923, as compared 
with 140.8 for the same month in 1922. 

For previous years the Metropolitan 
has compiled figures showing the com- 
bined death rate for the entire year for 
influenza and pneumonia, and for pneu 
monia separately from influenza. In 
1922 the death rate from influenza and 
pneumonia combined was 94.7 per 100,- 
000 exposures; 21.5 were caused. by in- 
fluenza and 73.3 by pneumonia, 

The normal death rate from influenza 
as indicated by the figures for 1912-17, 
showed a variation from 11.3 to 14.4 ex- 
cept in 1916 when the figure was 23.3 
On this basis it can easily be seen that 


the influenza death rate in 1921 of 8.7 
was below normal, while the 1922 in- 
fluenza death rate of 21.5 was much 


higher, yet nothing exceptional in view 
of the 1916 experience. 


the insurance which is to replace it. In 
other words, under the anti-twisting law 
that will undoubtedly be presented at 
this session of the Illinois legislature 
there must be no suppression of mate 
rial facts regarding existing insurance 
Bills covering these two features will 
be drawn up by the Dailey investigating 
committee and presented for passage 
and will supplant existing bills on the 
same subjects which have already been 
introduced. 
Great Credit Due Day 


The fact that the Dailey committee 
will confine its attention to these two 
pieces of legislation and will not go fur- 
ther is due very largely to the able ex- 
planation of the entire situation in Chi- 
cago and throughout the state given by 
Mr. Day during the course of his testi- 
mony. As matters stood last week, life 
insurance was placed in a bad lieht be- 
fore the Dailey committee, and life com- 
panies feared. that their business might 

(CONTINUED ON PAGE 20) 


| BAR MASSACHUSETTS 
_ COMPANIES, HYDE PLAN 


Missouri Official Cites 13, in Re- 
taliation for Hobbs’ Exclusion 
of Reciprocal 


WOULD REVOKE LICENSES 


Must Appear for Hearing at Jefferson 
City, May 29—Fire, Casualty and 
Life Offices Included 


Thirteen Massachusetts insur- 
ance companies have been cited to be 
represented before Superintendent Ben 
C. Hyde of Missouri at Jefferson City 


on May 29, 


large 


to show cause why their 


licenses to do business in Missouri 


should not be revoked by Superintend- 


ent Hyde. 


Superintendent Hyde has taken this 
for the recent re- 
Hobbs Mas- 


sachusetts to license one of the Bruce 


in retaliation 


of 


action 


fusal Commissioner of 


Dodson reciprocal exchanges of Kansas 
City, Mo., to do business in Massachu- 
setts as an insurance company. 

The Massachusetts companies cited 
to appear before Superintendent Hyde 
are Springfield Fire & Marine, Boston, 
Massachusetts Fire & Marine, Old Col- 


ony, Massachusetts Bonding, Berkshire 
Life; Columbian National Life, John 
Hancock Mutual Life, Massachusetts 


Mutual Life, New England Mutual Life, 
State Mutual Life, Employers Liability, 
and Employers Fire. 

Why Hobbs Refused License 


Commissioner Hobbs of Massachu- 
setts refused to license the Kansas City 
reciprocal on the grounds that it did not 
constitute an insurance company within 
the meaning of that state’s insurance 
laws. Hobbs in a lengthy statement set 
forth why in his opinion no voluntary 
unincorporated association, the basis of 
which organization was a power of at- 
torney to an attorney-in-fact executed 
by each subscriber, could meef the re- 
quirements of the Massachusetts stat- 
utes. 

As was to be expected, the Massachu 
setts commissioner's action was resented 
by the Kansas City reciprocals and they 
immediately got busy and filed a brief 
with Commissioner Hyde demanding 
that he apply the Missouri retaliatory 
laws to the Massachusetts companies 
The brief, which was prepared by 
Charles M. Howell, Daniel Howell, 
Walter K. Chorn and Joshua Barbee, 
all of Kansas City, declared that under 
the policy of comity between states 
there is no valid reason why the recip- 
rocal exchange should have been re- 
fused permission to do business in Mas- 
sachusetts. 

In St. Louis insurance circles it is felt 
that Commissioner Hyde is “pulling a 
bluff,” as it is contended he has no 
power under the existing Missouri stat- 
utes to revoke the licenses of the Mas- 
sachusetts companies cited because of 
Commissioner Hobbs’ action on the 
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Kansas City’s reciprocal’s application 
for a Massachusetts license. 
Bill Failed in Legislature 


The recent Missouri legislature de- 
clined to pass the retaliatory measure 
introduced by Commissioner Hyde at 
the request of the Kansas City recipro- 
cal group. 
Hyde contended that he had no idea of 
ever using it against life insurance com- 
panies, conveying the impression wher- 
ever possible that it was aimed solely 
at the fire insurance companies. 

However, the affected life insurance 
companies did not disregard their rights 
or go to sleep on the measure and after 
much hard work it was finally killed. 
If it had been enacted into law there 
wouldn’t be the least doubt of Com- 
missioner Hyde’s power to do the very 
thing that he is now threatening to do 
under the existing statutes. 

Missouri is the home of many big 
reciprocals and in the past many dis- 
putes with the insurance officials of 
other states have arisen when Missouri 
commissioners sought to back the reci- 
procals in their efforts to expand their 
territory. 


PROGRESS OF LIBERTY LIFE 





Company Has Reached Its Fourth An- 
niversary and Is Nearing $15,000,000 
Insurance in Force 





The Liberty Life of Topeka, Kan., 
reached its fourth anniversary May 6. 
It claims to have paid more in divi- 
dends to its policyholders during the 
first two full dividend paying years, 
May 6, 1921, to May 6, 1923, than any 


other life company during a_ similar 
period. It states that of the three 
companies paying the next largest 


amount in dividends during their first 
four years one had a slightly larger 
amount of insurance in force than the 
Liberty and the other two had prac- 
tically the same amount. 

The Liberty Life is moving along in 
fine shape and is gaining ground all the 
time. It expects to have not less than 
$15,000,000 insurance in force by June 
3c. 


Agency Name Is Changed 


The Connecticut Mutual Life has sent 
out the following announcement to its 
policyholders in St. Louis: “Stratford 
Lee Morton has been this company’s 
general agent at St. Louis since Jan. 1, 
1912. In recent years he has chosen 
to conduct his business under the firm 
name of the Morton & Morton Agency. 
He has now decided to continue the 
business in the future under his own 
name as the Stratford Lee Morton 
Agency.. This change in the agency 
name will not alter in any way our re- 
lations with Stratford L. Morton, who 
continues as he has in the past, our 
general agent for this important terri- 
torv.” 

The Stratford Lee Morton Agency 
enjoyed the biggest April in its history 
making the fourth consecutive month 
to break the record for any previous 
year. The business of the agency to 
date shows an increase over the largest 
previous year, that of 1921, by 99 per- 
cent. The business to May totals 
$1,995,560. Of this amount Stratford L. 
Morton heads the list with a production 
of $884 360 on thirty lives. The agency 
is celebrating its seventy-fifth year of 
consecutive service, having been estab- 
lished in 1848, the oldest life agency 
west of the Mississippi river. 


Franklin Life’s Convention Plans 


At the recent informal conference of 
general agents of the Franklin Life at 
the home office at Springfield, IIl., it was 
announced that the annual meeting of 
the comnany’s avents will he held at 
the Grand hotel, Mackinac Island, Mich. 
The dates are Sept. 3-5. Agents who 
aualify in the $100,000 and $250,000 
Clubs will be guests of the company. 


While the bill was pending | 


RAMEY RESIGNS POST 
IS LAUNCHING NEW COMPANY 
Fidelity L. & A. in Louisville Has 
Strong Line-up—H. R. Kendall 
Is President 





LOUISVILLE, KY., May 17.—James 
F. Ramey, insurance commissioner of 
Kentucky, has resigned, effective today, 
to become secretary-treasurer of the Fi- 
delity Life & Accident of this city, a 
new company specializing on industrial 
accident insurance, incorporation papers 
of which were filed with the state de- 
partment today. The new company, 
which is headed by H. R. Kendall of 
this city, is capitalized at $100,000, with 
a net surplus of $50,000, with plans for 
increases to capital of $500,000 and sur- 
plus of $250,000. The company will 
confine its writings to the better class 
of white risks. Séveral prominent men 
in the life and accident business have 
joined the forces of the new company 
and it presents a strong array with 
which to begin business. 


Strong Official Line-up 


H. R. Kendall, who becomes presi- 
dent of the new company, resigns as 
superintendent of the Louisville district 
of the Prudential to take up the new 
work. All of his insurance experience 
has been with the Prudential and he has 
been at the head of one of the leading 
districts of the company for some time. 
He began as an agent in southern In- 
diana in 1893, thus giving him 30 years’ 
service with the company. Since 1899 
he has been superintendent of the Lou- 
isville district and his ability is indicated 
by the fact that his district ‘was first 
in 1920 and 1922. Mr. Kendall stands 
out among the agency leaders of the 
Prudential. 

Frank J. Waller, first vice-president, 
was formerly in the service of the Met- 
ropolitan Life, starting with the com- 
pany in 1894, although for the last 20 
years he has headed the Kentucky Cen- 
tral Life & Accident. Mr. Walker is 
president of the Kentucky Central, 
which company he developed from prac- 
tically a bankrupt assessment concern 
to a stror~ health and accident com- 
pany, and will continue in that capacity 
while acting as advisor to the Fidelity 
Life & Accident. 

Zachary T. Miller. second vice-presi- 
dent, has been for 33 years in industrial 
work, beginning with the Prudential in 
1890 and acting as superintendent for 22 
vears, leading the entire field for sev- 
eral years. In 1917, he went with the 
Metropolitan, making an excellent rec- 
ord during his six years with that com- 
pany. 
Ramey Joins Company 

James F. Ramev. who becomes secre- 
tary-treasurer, has attained a national 
reputation as one of the stalwart insur- 
ance commissioners. his three-vear term 
as insurance commissioner of Kentucky 
being one of credit to him. Mr. Ramey 
is a former local agent. having spent 
15 years in that work. In 1910 he was 
appointed commissioner of banking for 
Kentucky and in 1920 was made insur- 
ance commissioner. which post he re- 
signs to organize the new company. 

Harrv N. Lukins. general counsel. is 
a prominent Louisville attornev, a mem- 
her of the firm of Haswell & Lukins. 
He has been handling the claims of the 
Fidelity & Casualty for 10 years. 

These officers, together with G. R. 
Kendall. secretary of the Washington 
Tife & Accident. and E. 7. Walker of 
Cincinnati, constitute the board of di- 
rectors. 


Report on Midland Life 


A report of the examination of the 
Midland Life of Kansas City has just 
heen made bv the Missouri department 
The report savs the companv is well 
managed and in a verv healthy condi- 
tion. .The comnanv had insurance ir 





force of $24,902,000 Dec. 31, 1922. 





RECEIVERS APPOINTED 


F. B. COLLINS COMPANY OUT 





Was Well Known in the Mortgage 
Field and Was Patronized by 
Life Companies 





Receivers were appointed for the F. 
B. Collins Investment Company of 
Oklahoma City last week and later, 
George R. Bixler, treasurer of the com- 
pany, filed a petition to discharge the 
receiver. Following the death of F. B. 
Collins, who organized the company 
and was its chief factor, his son, Frank, 
took charge. Miles Schaeffer, formerly 
actuary for the Indiana insurance de- 
partment, became connected with the 
Collins office but resigned a few weeks 
ago. H. C. Whalen, formerly president 
of the Central States Fire of Wichita, 
Kan., and G. E. Dunn, who is a finan- 
cial broker and well known promoter at 
Wichita, purchased an interest in the 
Collins concern, Mr. Whalen becoming 
president and Mr. Dunn, secretary. 
The Collins firm sold a- large number 
of mortgages to life companies. Until 
last December, James E. Dunne, for- 
merly with the “Insurance Field,” was 
connected with the Collins firm. It is 
not thought that the life companies that 
purchased these mortgages will meet 
with any embarrassment. 

The receivers are Mr. Whalen, Mr. 
Dunn and American National Trust 
Co. Application was made by some 
of the employes and stockholders. The 
company’s assets were not sufficiently 
liquid to realize on them. 

Mr. Whalen has purchased the busi- 
ness of the F. B. Collins Investment 
Company. Mr. Whalen has been in 
Oklahoma City for some days looking 
after the deal. 


Making Thorough Investigation 


_ The receivers are making a thorough 
investigation of the affairs of the Collins 
Company and expect to be able to make 
a statement in about 10 days. It is be- 
lieved that there will be no loss to any 
of the investors. Those persons hold- 
ing common stock in all probability will 
be the only losers. The Collins company 
was organized about 37 years ago by F. 
B. Collins. He was the big figure in 
the company until his death last De- 
cember. The affairs of the company 
have gotten in bad shape. Obligations 
have piled up. 

About May 1 H. C. Whalen and Guy 
C. Dunn made arrangements with Frank 
Collins to run the company and if after 
investigation they found affairs in a suf- 
ficiently good shape, Messrs. Whaler 
and Dunn would take over the stock 
owned by Frank Collins. H.C. Whalen 
was elected president and Guy C. Dunn 
vice president. They were in office only 
a few days when a receiver was asked 
for by other stockholders. All agreed 
that this was the best course to pursue 
rather than to go into bankruptcy and 
the American National Trust Co. and 
Whalen and Dunn were appointed joint 
receivers. 

It is felt that one of the factors con- 
tributing largely to the downfall of this 
institution was the excessive salaries 
paid to many connected with the or- 
ganization. The overhead was entirely 
too heavy for the business. For several 
months past there has been dissension 
in the organization. 


Standard Shows Increase 


For the first four months of 1923 
written business of the Standard Life of 
St. Louis showed an increase of 33% 
percent over the 1922 business, the total 
being $6,000,000 against $4,500,000. In 
the past few months this company has 
entered Chicago, Detroit, Kansas City 
and other smaller cities and is now oper- 
ating in ten central western cities. Its 
new agencv connections should increase 
its written business to more than $2,000,- 
000 per month. 


EXPANDING ITS STAFF 





SEVERAL APPOINTMENTS MADE 





Lincoln National Life Announces Nu- 
merous Changes to Meet Growth 
of Business 





The Lincoln National Life has an- 
nounced several new appointments and 
changes in its staff, necessitated by the 
growth of business and expansion of 
activities, 

Frank L. Rowland, who has been for 
the past five years assistant treasurer of 
the Gilbert & Barker Manufacturing 
Company of Springfield, Mass, is to be- 
come associated with the Lincoln Na- 
tional in the administrative department. 
Mr. Rowland was graduated from the 
School of Business Administration of 
the University of Michigan in the year 
1914. and since that time has been 
actively engaged in office organization 
and management and accounting work 
with several corporations. Mr. Row- 
land was instrumental in organizing the 
National Association of Office Man- 
agers, serving as its secretary in the year 
1921 and was elected president in 1922. 

Mr. Rowland will have the title of 
manager of the department of planning 
and personnel and joins the company at 
an important time to take charge of the 
plann'ng just as the company is pre- 
paring to occupy its new building, which 
= be completed in August or Septem- 
er. 

He will be assisted by Ivan Hitch- 
cock, who has been associated with the 
planning and personnel department dur- 
ing the past two years. Mr. Hitchcock 
is also a graduate of the University of 
Michigan from the department of engi- 
neering in 1920, . 

James D. Reeder, until recently the 
actuary of the Provident Life and Acci- 
dent of Chattanooga, has just joined 
the new business and underwriting staff 
of the company. Mr. Reeder graduated 
from the University of Michigan in the 
class of 1919, where he specialized in 
actuar‘al and mathematical studies. 

Another new addition to the staff of 

the new business and underwriting de- 
partments is M. F. Kane, who until re- 
cently had charge of the department of 
changes of the Travelers. He formerly 
was connected with the new business 
department of the Phoenix Mutual and 
has also had field experience as super- 
visor for the Travelers from the Port- 
land office. Mr. Kane is an effective 
and incisive worker and will enter upon 
his work with a keen appreciation of the 
problems of the man in the field in the 
production of business. 
_ Assistant Actuary S. C. Kattell has 
ioined the Lincoln National Life. Mr. 
Kattell is a graduate of Amherst and 
became a fellow of the Actuarial So- 
ciety of America in May, 1920. He was 
formerly connected with the actuarial 
department of the State Mutual of 
Worcester and until recently was actu- 
ary of the Connecticut insurance depart- 
ment. 

Edward J. Brady, who for several 
years was connected with the Travelers 
at the home office. has also joined the 
staff of the Lincoln as assistant auditor. 


Lincoln Get-Together Meeting 


The second annual get-together meeting 
of the various insurance interests and 
agents of Lincoln, Neb., will be held at 
the chamber of commerce the evening 0 
May 25. Maurice A. Hyde, chairman of 
the insurance division, is preparing the 
program, which will consist of speaking 
and stunts. Commissioner Baker of Kan- 
sas has been invited to make the principal 
address. Kansas and Nebraska have much 
the same sort of a field and have much 
the same sort of problems to work out, 
and it is felt that Commissioner Baker 
can make a real addition to the knowledge 
and experience of all the companies ati 





their representatives. 
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DONALDSON ELECTED TO 
HEAD OF FEDERATION 


Former Pennsylvania Commis- 
sioner Made President of 
State Group 


HAD ENTHUSIASTIC RALLY 


Over 600 Present for Big Annual Meet- 
ing—Lovelace Gives Life In- 
surance Talk 


READING, PA., May 12.—Thomas 
B. Donaldson, former insurance com- 
missioner of Pennsylvania, was elected 
president of the Pennsylvania Federa- 
tion for the coming year at the meeting 
held this week in Reading. As insur- 
ance commissioner, Mr. Donaldson was 
an important factor in the development 
of the Pennsylvania Federation and was 
responsible for its activity in the estab- 
lishment of advisory boards for handling 
licenses and for passing on licenses in 
that state. Mr. Donaldson’s immense 
popularity in the Federation is evidenced 
by the fact that a voluntary contribu- 
tion was made to him of $1,000 by mem- 
bers of the Federation as a testimonial 
in recognition of his efforts for the 
Federation. James Murray of Pitts- 
burgh will be chairman of the executive 
committee, it was announced by Mr. 
Donaldson, this committee being the di- 
recting power of the Federation. 

Organization Completed 


James E. Norton of Reading was 
elected first vice-president. Other vice- 
presidents in order are Edward | A. 
Woods, Pittsburgh; N. S. Riviere, Pitts- 
burgh; G. W. Mattson, Harrisburg; G. 
E. Mohler, Pittsburgh; A. C. McClean, 
Sharon; J. F. Canner, Erie. G. R. Dette 
at Philadelphia was re-elected secretary 
of the organization. John W. Doriss 
of Philadelphia was chosen treasurer. 
The directors chosen were E. H. Baird, 
Greensburgh; A. H. Reeve, Philadel- 
phia; Walter J. Chase, Philadelphia; J. 
H. Parnell, Indiana; Wilmer Crow, 

arrisburg; Walter Moses, Philadel- 
phia; Charles H. Biddle, Wilkesbarre; 
Frank T. Buser, Philadelphia; F. B. 
Burdsall, Philadelphia; James G. Jen- 
kins, Kingsport; John W. Donahue, 
Philadelphia; S. H. Pool, Philadelphia. 
I. D. McCuistion of Erie and Charles 
H. Gender of Scranton were chosen as 
directors to take the place of two who 
had resigned. 

Directly after the business session 
Friday afternoon President Donaldson 
called a special meeting of the chairmen 
of the advisory boards throughout the 
state. A committee was named to con- 
sist of Gilbert W. Mattson of Harris- 
burg, H. J. Stockton of Johnstown, and 
J. B. Longacre of Philadelphia, to report 
back to the general meeting on rules 
and regulations for the conduct of the 
business of the boards, with respect to 
the examination of applicants for li- 
censes and the instruction of candidates. 

Discuss Advisory Boards 


Some intersting facts were brought 
out at the Advisory Board Council meet- 
ing held at the Thursday evening ses- 
sion. Charles H. Genter of Scranton. 
William Embery of Philadelphia, and J. 
E. Norton of Reading reported that in 
a districts the plan was working 
well, 

It seemed to be more or less generally 
agreed that more trouble was had with 
applicants for life insurance licenses 
than any other. In regard to men an- 
xious to take up life insurance on the 
Dart time basis the Reading committee 
has attempted to discover whether they 
intended to do so only as a side line or 
whether it was their intention to be 
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| W. W. TATE ENTERTAINS DAILEY COMMITTEE | 
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W. TATE, Chicago general 
W agent of the Columbian Nation- 
; *al Life, was the comedy head- 
liner at the life insurance hearing of the 
Dailey investigating committee held in 
Chicago last week. That is to say, Mr. 
Tate’s ready wit, his quick answers and 
his absolute frankness surprised and de- 
lighted the members of the committee. 
“You talk the American language,” said 
Senator Dailey to Mr. Tate. “We like 
your frankness. We have enjoyed your 
testimony more than that of any other 
witness we have heard during this hear- 
ing. 

* * * 

Mr. Tate indulged himself in numer- 
ous philosophical observations. He 
spoke plainly and directly to the point. 
He said just what he thought. Mr. 
Tate told how J. F, Williams, examiner 
for the Illinois department, came to his 
office and demanded the right to go 
through his records and files. He said 
that in order to be sure of Mr. Will- 
iams’ authority he called up Insurance 
Commissioner Houston over the tele- 
phone. Mr. Tate said that Mr. Hous- 
ton told him to let Mr. Williams go 
through his office and examine it or 
he would lock it up. “‘Lock her up 
then, we're not doing anything any- 
way,’ is what I told him,” said Mr. 
Tate. Continuing he said: “Then this 
bird Williams came in to look us over. 
We have a card system. He went over 
every card and took off all the dope 
that he wanted. But he didn’t look 
over our file of lapsed ones. I wanted 
him to play with these too, but he didn’t 
have any time for them.” 

. + * 

“What do you think of the business 
of these advisors or counsellors?” Sen- 
ator Kessinger of the committee asked 
Mr, Tate. “Let them bring in all they 
want to—TI like it,” replied Mr. Tate. 

“Switching is wrong unless you have 
a log chain tied to the dough of the 





policyholder that is switched,” com- 
mented Mr. Tate. “What do you 
mean?” he was asked. “I mean that 
when a man takes down the dough he 
doesn’t keep it. It gets away from him. 
If he keeps it in the policy he’s got it 
and they can’t get it away from him 
unless his policy is switched. I can’t 
keep my dough and never have been 
able to. Everybody else is just about 
the same as I except that most people 
don’t let their dough get away from 
them as fast as I do. , 
Ss yo 


“The whole trouble now is that these 
fellows were too good. They bumped 
off the big ones. I told them to go 
slower. I told them that if they didn’t 
ease up they would cause a little ex- 
citement. The size of their cases is 
what brought all this holler on.” 

At another point when the testimony 
seemed to show that although the ad- 
visors making the complaint have been 
denied licenses they still seem able to 
place their business, Mr. Tate said: “I 
don’t know who's got the button, but 
somebody must have it,” and “Is a 
beefsteak safe in a hungry wolf's 
mouth ?” 

* * * 

Referring to his own present state of 
affairs Mr. Tate said: “It is a tough 
thing to handcuff a guy and then turn 
the dogs loose on him.” At the con- 
clusion of his testimony Mr. Tate said: 
“Well, boys, I have been fussing around 
with you long enough. I will have to 
go now. I have a date with a girl.” Sen- 
ator Dailey rose and looked solemnly 
at Mr. Tate and said: “Mr. Tate, we 
feel that that is the best excuse for 
getting away from us that has been 
yet offered to us by any insurance 
man.” Mr. Tate quickly replied: “Well, 
I wouldn’t mind so much, but this is 
a new girl and I don’t want to disap- 
point her the first time.” 





part timers only until they could finance 
themselves on the full time basis. Mr. 
Norton said that the Board felt that the 
latter course was commendable and as 
long as it was the intention of the ap- 
plicant to take up life insurance as full 
time work later on his application was 
acceptable. 

As far as the industrial life companies 
are concerned the committee has exer- 
cised less care. This is done because 
the big industrial companies have per- 
fected a system of educating their men. 
They do not allow these men to write 
other lines and the men are all full tim- 
ers, 

The most careful consideration is 
given to applicants for brokerage li- 
cense. The responsibilities of a broker 
are more than those of an agent who 
represents one company for one line. 

Grant Ramey, license clerk from the 
Pennsylvania insurance department, was 
present and was called upon to say 
something about the work in that de- 
partment. He said that there were 
45,000 licensed agents in Pennsylvania 
and that the department was called upon 
to issue an average of 110,000 licenses 
annually. 

Lovelace’s Talk 
G. M. Lovelace, life insurance train- 
ing course director of New York Uni- 
versity, addressed the Federation on the 
subject of “Applying Life Insurance to 
Present-Day Problems.” He said that 
every man should divide his life insur- 
ance into two classes, one class for him- 
self, the second for his family. Under 
the insurance for himself should come 
the protection which he provides to 
cover income tax which might be ur 
paid. inheritance taxation, mortgage on 
his home, and outstanding bills with a 
little extra cash surplus for emergencies. 
This kind of insurance should be written 
on the immediate cash payment plan. 
The second class, which is for the fam- 





ily, he said should be written on the 


monthly income plan. He should first 
provide an income which would enable 
his wife to maintain the standard of 
living of the family. The second item 
under the insurance for the family 
should be that which provides for the 
education of the children. Insurance 
can be written to mature at the age 
when the child will be ready for college 
and the payments can be made over a 
period of four years. 

He said that every man leads two 
lives—his business life and his home life. 
The insurance explained above was for 
the home life. In the business life he 
has his business insurance. Mr. Love- 
lace then explained the use of partner- 
ship insurance to perpetuate the busi- 
ness in case of the death of one partner. 
He emphasized the need of protecting 
the controlling interest to keep it out 
of the hands of the lawyers who would 
be called in to take charge by the widow 
of the deceased. 

To Meet in Pittsburgh 


Pittsburgh was chosen as the next 
meeting place. 

The registration at the convention was 
over 600, with about 400 in attendance 
at the banquet, which was held Friday 
evening, Edward A. Woods, general 
agent at Pittsburgh for the Equitable of 
New York, acting as toastmaster. The 
membership of the Pennsylvania federa- 
tion is nearly 2,000, including men in all 


branches of insurance. 


Seeks Million in May 


The Peoria Life’s drive for a “Mil- 
lion in May” is under full swing now, 
having been opened early in the month 
with a salute of 21 guns. The drive 
is in honor of Emmet C. May, presi- 
dent of the company. Henry Loucks. 
vice-president and superintendent of 
agents, states that 1923 thus far has ex- 
ceeded, month for month, the “miracle 





year” of 1922. 


TWELVE BILLS ARE 
RECOMMENDED OUT 





Illinois House Committee on In- 
surance Approves Measures 
Backed by Houston 


SYNOPSIS OF MEASURES 


Former Insurance Superintendent Fred 
W. Potter Appeared As Opponent 
‘ of Many of These Acts 


SPRINGFIELD, ILL. May 
Twelve bills, constituting the program 
of the Illinois insurance department for 
strengthening laws in this 
state, have forth on their 
legislative course by th» insurance com- 
mittee of the house with recommenda- 
tions that they pass 

According to officials of the depart- 
ment these measures are designed to 
plug up certain leaks which have been 
considered detrimental to the full ex- 
ecution of the insurance laws, 

Practically all the bills met opposition 


16.— 


insurance 


been sent 


from opponents who appeared before 
the insurance committee. The most 
persistent opponent was Fred W. 


Potter, former superintendent of insur- 
ance of Illinois. In each case, however, 
the legislative committee accepted the 
recommendations of Thomas J. Hous- 
ton, superintendent of insurance, whose 
department drew the bills. 


Life Insurance Twisting Bill 


One of the most important of these 
bills in the estimation of the depari- 
ment is House bill No. 194 which pro- 
hibits twisting. In life insurance par- 
lance this is the method sometimes fol- 
lowed of inducing a policyholder to 
drop his policy in one company for 
one “just as good” in another. 

_ No. 195 permits life companies to 
increase their capital stock. 

No, 289 requires all insurance com- 
panies to file all their forms with the 
state insurance department. 

No. 290 amends the surplus line act 
to require a deposit to be made by for- 
eign fire companies, : 

No, 300 amends the casualty act mak- 
ing the capital stock of casualty com- 
panies $100,000 for any one line. This 
removes the requirement that casualty 
companies insuring against loss result- 
ing from an injury to the insured’s em- 
ployees or through the ownership or 
use of his automobile have a capital of 
$200,000. The amended act was ap- 
proved April 21, 1899. 

To Strengthen Retaliatory Law 


No. 304 is a retaliatory measure to 
prevent discrimination against Illinois 
companies. It provides that wheneve: 
the director of trade and commerce 
finds that the official of another state 
or insurance carriers of another state 
are discriminating unfairly against car- 
riers of this state, he may revoke or 
refuse to grant a licerise to the carriers 
of that state. ; 
No. 334 amends the reciprocal act to 
provide for the maintenance of a de- 
posit of $25,000 and extends the pro- 
visions of the act to cover insurance 
guaranteeing the fidelity of persons, the 
performance of contracts and bonds, or 
insurance upon live stock against theft, 
injury or death. It charges the. direc- 
tor of trade and commerce with the 
supervision of the act. 

No. 208 amends the agency qualifi- 
cation act so as not to include farm 
mutual insurance. 

No. 473 amends the mutual and cas- 
ualty act of 1915 to provide for publi- 
cation of the annual statements of such 
companies, It requires such companies 
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to maintain assets to the extent of $25,- 
000 over and above all liabilities and to 
publish the annual statement in the 
manner now required of stock fire in- 
surance companies, 


Fraternal Beneficiary Act 


No. 541 adds a reciprocal section to 
the fraternal beneficiary act. It pro- 
vides that if the laws of any other state 
compel domestic fraternal societies do- 
ing business in such state to pay taxes. 
fees or fines greater in amount than the 
state of Illinois requires similar for- 
eign companies doing business in. this 
state, the director of trade and com- 
merce is required to collect from socie- 
ties of such state doing business in 
Illinois an amount equal to the charges 
imposed by the law of such state upon 
societies organized under the laws of 
this state. 

No. 542 is a new act regulating Lloyds. 
It provides no insurance company oper- 
ating as .Lloyds shall do business in 
the state unless it first obtains a license 
from the director of trade and com- 
merce. It prescribes the contents of 
the statement and amount of reserve 
to be filed and deposited with the di- 
rector. 

No. 543 permits the return of volun- 
tary deposits lodged with the depart- 
ment upon a showing that all liabili- 
ties thereunder are extinguished, 


Insurance on Amount at Risk 


No, 365 provides that life companies 
shall collect premiums only on the 
“amount at risk” which is the differ- 
ence between the total amount of the 
policy and the amount loaned on such 
policy; and shall not charge or collect 
for premiums paid in installments a 
larger sum than the annual premium 
plus interest upon such installments at 
six percent interest. 

In the Senate, Senate bill No. 187, 
introduced by Senator Kessinger, has 
gone to second reading. It amends 
section 1 of the fraternal benefit act, 
permitting such societies to pay any 
member who attains 70 years of age 
all or such portion of the face value 
of his certificate as the laws of the 
society may provide. The present law 
merely states that the physical dis- 
ability benefits shall not commence be- 
fore the member is 70 years of age. 
This bill has gone to second reading 
in the senate. 


Must Have $25,000 Deposit 


Another Senate bill, No. 186, is now 
in the hands of a sub-committee. It 
also was introduced by Senator Kes- 
singer. It amends the reciprocal in- 
surance act to cover insurance guaran- 
teeing the fidelity of persons, the per- 
formance upon live stock against theft, 
injury or death. It makes them have 
the same class of securities as life com- 
panies and provides that all exchanges 
must maintain at least $25,000 of such 
securities on deposit in the state insur- 
ance department. 


Prudential’s Housing Loans 


The Prudential is increasing its efforts 
to solve the housing problem. For the 
first four months of this year this com- 
pany has loaned $14,665,820 for housing 
purposes. These loans provide accom- 
modations for 5,038 families. The loans 
are on 2,731 dwelling houses for a total 
of $10,549,820, accommodating 3,097 
families, and on 159 apartment houses 
for $4,116,000, accommodating 1,941 
families. The Prudential’s loans for 
housing purposes during the first four 
months last year amounted to $11,320.- 
534, providing accommodations for 3,988 
families. 


Will Move to New Building 


At the annual meeting of the Detroit 
Life, President M.: E. O’Brien an- 
nounced that the company now has 
$38,000,000 insurance in force and is 
writing at the rate of $1,500,000 a month. 
The company expects to move into its 
new 10-story home office building in 
Detroit at the corner of Park and Co- 
lumbia streets this week. 





BIRMINGHAM CONGRESS 


BIG MEETING FOR ALABAMA 





More Than 300 in Attendance—Eliason 
and Bishop Are Principal 
Out-of-State Speakers 





BIRMINGHAM, ALA., May 15—A 
successful sales congress was held in 
Birmingham last week under the aus- 
p-ces of the Birmingham Association of 
Life Underwriters, attended by more 
than 300 Alabama agents. Prominent 
speakers from out of the state were A. 
O. Eliason, president of the National 
Association of Life Under'writers, and 
J. W. Bishop, manager of the home of- 
fice of the Volunteer State Life of Chat- 
tanooga, Tenn. 

A smashing address on “The Psychol- 
ogy of a Sale,” by Dr. George Lang, 
professor of philosophy of the Univer- 
sity of Alabama, was a feature of the 
congress. The key words for an insur- 
ance man should be “knowledge, inter- 
est and action,” Dr. Lang declared. 
“Separating the suspects from the pros- 
pects” is the task to be learned by the 
successful agent, he said. 


Attack from Two Angles 


This being done, the prospect should 
be attacked from two angles, the inter- 
nal and external, according to Psychol- 
ogist Lang. Dr, Lang placed as inter- 
nal factors the fact as to whether the 
person is married or single,’ in good 
health or bad. On the external side he 
placed such characteristics as intellectu- 
ality, responsibility and self-direction. 

“Picture the bright side of insurance,” 
advised Dr. Lang. “Don’t tell the pros- 
pect that he may go to the grave to- 
morrow or may have to borrow mgney 
next year. He may not believe you.” 

As a parting thought he said that 
there was nothing of more economic 
value to the county than insurance and 
that he taught this axiom to his pupils. 


Good Talks at Luncheon 


The underwriters took luncheon with 
the Civitan Club of Birmingham. The 
meeting was turned over to Arthur C. 
Crowder, member of the Civitan Club. 
who called on William D. Jelks. former 
governor of Alabama and president of 
the Protective Life, for the welcome 
address. He briefly outlined the devel- 
opment of insurance. The response was 
by Dr. Frank Willis Barnett of the Bir- 
mingham “News,” who spoke in the ab- 
sence of W. C. Folmar of Troy, Ala., 
general agent of the Franklin Life. 

Dr. Lee Bidgood, dean of the school 
of business of the university, in a 
thought-provoking speech, dealt with 
the business cycle as related to ingur- 
ance. He made the astonishing state- 
ment that Alabama life insurance agents 
are showing a greater percent increase 
of business than those of any other state 
in the union. } 

Mr. Bishop in a brief talk praised the 
insurance men of Alabama for their co- 
operation and association and stressed 
the value of organization. 


Alabama Commissioner Speaks 


Frank N. Julian, state commissioner 
of insurance, told what his department 
is doing for the insurance men. He said 
that recently he had been busy trying 
to stamp out “mail order fire insurance” 
in Alabama. ' 

Not all the day was taken up with 
addresses. One of the stunts pulled at 
the luncheon with the Civitan Club was 
one entitled “81 ways to sell life insur- 
ance,” which some of the most success- 
ful men present admitted put one over 
on them. At the evening banquet Percy 
Rosenberger, trunk dealer of Birming- 
ham. characterized “Modern Life Insur- 
ance Salesmanship” in a humorous man- 
ner. 

Agency Meetings Held 


Several agency meetings were held in 
Birmingham in connection with the 
congress. Among them was that of the 





WHO ARE BEST BUYERS 


EQUITABLE OF IOWA’S REPORT 





Business Men Lead in Purchase of 
Life Insurance Last Year, While 
Farmers Drop Behind 





DES MOINES, IA. May 15— 
Business men, superintendents and 
proprietors of stores and factories led 
the field in the purchase of life insur- 
ance and the farmer is steadily dropping 
as a prospect, according to the 1922 
experience of the Equitable Life of 
Iowa. The business man increased the 
size of his policy by about 15 percent, 
making the average policy held by that 
class twice as large as that held by the 
farmer, according to the company’s 
figures. In a bulletin under the title 
“Who’s Who in the Purchase of Life 
Insurance,” the Equitable gives the fol- 
lowing analysis of its 1922 business: 


How Classes Rank 


“Of the policies issued last year, 21.5 
percent were applied for by business 
men, superintendents and proprietors 
of business establishments. Although 
this represents a slight decrease in the 
proportion of policies issued to busi- 
ness men in comparison with those 
issued in 1921, there was an increase of 
3.1 percent in the proportion of amount 
of insurance purchased. Of the in- 
surance issued during the year, 36.5 per- 
cent as compared with 33.4 percent in 
1921 was sold to this class of prospects. 
The average sized policy increased from 
$4,225 to $4,881. 

“Professional men ran a close second 
last year and bought 19.3 percent of 
the policies issued, which represented 
20.7 percent of the total amount of in- 
surance issued by the company. The 
average policy was $3,073. This group 
has made a steady increase during the 
past three years. 


Farmer Is Slipping 


“The farmer, who led all others in 
1920 with 21.5 percent of the policies 
issued, dropped to second place in 1921 
with 16.1 percent and to third place 
last year with only 13.1 percent of the 
policies issued. The average sized 
policy sold to farmers was $2,130. 

“Wholesale and retail clerks were 
next. purchasing 8.9 percent of the 
policies issued. 

“The largest average policies were 
sold to business men. Accountants and 
auditors were second with an average 
sized policy of $3,672, and the profes- 
sional men were third.” 








Mutual Life. Manager J. S. Wilcocks 
and 25 Alabama agents attended the 
congress in a body. Emory and Martin 
C. Folmar, southern manager of Canada 
Life, held an agency theeting, as did the 
Protective Life. 

Officers of the Birmingham associa- 
tion who were responsible for the sales 
congress are: W. I. Pittman, president; 
Walter B. Fowlkes, vice-president, and 
Ben W. Lacey, secretary, 

The event was so successful that the 
Birmingham association is considering 
the matter of having a sales congress 
every year. 


Northwest Field Club Elects 


S. D. Scott of Williston, N. D., was 
elected president of the Mutual Life 
Field Club, composed of representatives 
of the Mutual Life of New York in 
North Dakota and northwestern Min- 
nesota, at the convention of the club at 
Fargo, N. D. Other officers elected 
were: Vice-President, Jacob Maurer, 
Fargo, N. D.; secretary, R. R. Hedtke, 
Crookston, Minn., and treasurer, O. M. 
Olson, Fargo, N. D.. The following 
were elected as trustees: George F. 
Rich, Grand Forks;: C. J. Grady, 
Crookston, Minn.; J. V. Birder. Park 
River; W. A. Fleming, Scranton; and 
P. H. McGrath, Williston. 





“BILLION” 


UNION CENTRAL’S CAMPAIGN 


SEEK MARK 





Illinois Agency Force Gathered in Chi- 
cago with Manager Ferguson— 
President Sage There 





“A billion in force by Jan. 1” was the 
slogan before the gathering of the IIli- 
nois agency force of the Union Central 
in Chicago on Monday of this week, this 
goal forming the theme of many of the 
talks given before the business session 
at the Edgewater Beach Hotel. Pres- 
ident John D. Sage headed the delega- 
tion of home office men who were pres- 
ent and spoke and Edward A. Ferguson, 
Illinois manager, presided at all sessions. 
Quotas were assigned to the Illinois 
agents, as a whole and individually, 
which will assure the writing of over 
$156,000,000 new business and an in- 
crease of insurance in force of over 
$102,000,000. This would put the com- 
pany over the $1,000,000,000 mark in in- 
surance in force. 

President Sage opened the morning 
program with a talk on “Our Goal— 
One Billion of Insurance in Force.” He 
spoke especially of conservation work 
as of prime importance at this time. 
He said that mortality was improved 
and that one factor in this was the 
added service the Union Central has of- 
fered, that of free urinalysis for all pol- 
ciyholders and free full medical exami- 
nation for all holding policies of over 
$25,000. 


Urges “Program” Selling 


Following his address, J. W. Hiestand 
of the Chicago office gave a forceful 
talk on “A Life Insurance Program,” 
telling of the need for establishing life 
insur-nce sales on this basis from the 
policyholder’s position and also from the 
viewpoint of increased premiums as a 
result. Mr. Hiestand said he often won- 
dered “what an agent thinks about, 
when he writes an application.” He 
said that too often an agent goes to a 
prospect and presents a policy. “Bill” 
says: “How much is it?” The agent 
replies: “$5,000 will be about $150.” 
Mr. Hiestand said: “Why mention 
$5,000? No one knows. He has no 
knowledge of the prospect’s needs. He 
may be overselling or vastly under- 
standing the prospect.” Citing a case 
where $40,000 lu-- sum insurance was 
arbitrarily sold the policyholder, he said: 
“TI do not criticize the agent for selling 
the man $40,000 life insurance, but I do 
criticize him for putting the policyhold- 
er’s wife in a terrible predicament. Who 
is responsible? Five percent to ‘Bill’ 
and 95 percent to the agent who sold 
the policy without working out a definite 
program.” Mr. Hiestand also pointed 
out that this fitting of needs and formu- 
lating of a program on each sale was 
as important with the small policyholder 
as with the large. He said that if the 
agent would carry a program instead of 
figures, he would need have no fear of 
“twisters” or competition of any kind. 

Following Mr. Hiestand’s talk, the 
new endowment at 85 issued by the 
Union Central was outlined and com- 
pared with other forms by H. S. Stand- 
ish, assistant manager, Chicago, who 
said that this policy form is the greatest 
seller yet nroduced. 


Outlines Cold Canvass 


A valuable discussion of the cold can- 
vass was then given bv U. C. Upjohn 
of the Chicago office, formerly general 
aeent for the Equitable of Iowa in Chi- 
cago, speaking on the subject, “How 4 
$250,000 Agent Can Write a Million 4 
Year.” 

Charles Hommeyer, superintendent of 
agencies, was the next speaker, point- 
ing out the need of “well planned work 
and a well worked plan.” He said that 
marty agents fail because they lack the 
concentration to think through or the 
will to follow through a plan to the ulti- 
mate goal. The closing speaker at the 
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morning session was Mr. Lawton, an 
automobile salesman, who gave a “Sales 
Talk from a Buyer’s Standpoint,” giv- 
ing many pointers as .to how the life 
underwriter might better his approach. 

The agency force had a luncheon at 
noon at which Assistant Secretary How- 
ard Cox and Assistant Medical Director 
Charles Maertz spoke. At this time Mr. 
Ferguson presented the men with their 
individual quotas for the “billionaire” 
campaign. 


U. C. Upjohn Gives an 
Outline of Successfol 
Cold Canvass Work 


N excellent outline of the success- 
ful operation of a cold canvass 
was given before the meeting of 
the Union Central’s Illinois agency force 
in Chicago this week by U. C. Upjohn 
of the Chicago office. Mr. Upjohn told 
of his early experiences in the business, 
beginning with entry into the business in 
1906, in the middle of the big insurance 
investigation. He said that in the face of 
this unfavorable public opinion and his ab- 
solute lack of knowledge about the bus- 
iness, he started out on a cold canvass 
plan, necessitated by his being a com- 
plete stranger in the city, and has used 
that system only to this day. He said 
his first 30 days were a complete life 
insurance training, as he made 1,606 
--s in that time, or an average of 52 
calls a day. This taught him much 
about selling life insurance—and the first 
sale he made was for a premium of $697, 
a $10,000 policy on a man 59 years old. 
Mr. Upjohn then gave some of the de- 
tails of his methods, giving as his es- 
sentials for successful cold canvass work 
the following: complete card file, rout- 
ing plan covering entire city, new work 
schedule, map system, diary for checking 
all prospects and calls. 5 
Mr. Upiohn said that he has discarded 
the use of the date of birth as a means 
of using the change of age, for he be- 
lieves this is not a selling argument. but 
he always uses the date of birth as 
“curiosity arouser” and a basis for 
drawine un a progro™. He also said 
he never asks a man how much insur- 
ance he has. He said the answer is too 
often unreliable and if, later in the in- 
terview, it is found that a wrong amount 
was named, the sale is lost. He ap- 
proaches the man in a_ business-like 
manner, tells his name and business and 
makes the interview short. He leaves 
the impression that he knows his busi- 
ness and that he writes nothing but life 
insurance. He also leaves curiosity be- 
hind—which he believes is one of the 
greatest selling aids to be used. Mr. 
Upjohn also emphasized the danger of 
argumentation, saying that he never an- 
swered objections so that the prospect 
knew it. He answers them, but not 
when raised. as that would lead to an 
argument. He said that patient, sympa- 
thetic understanding goes further than 
anything else in meeting that with which 
it is necessary to contend. 


Travelers Club in Cleveland 


About 40 representatives of the Cleve- 
land office of the Travelers met Monday 
evening and organized a social and busi- 
ness club to be known as the Travelers 
Club of Cleveland. Officers elected for 
a period of six months were: Fr. 
Moulton, president: George M. Hum- 
Phrey, vice-president; Thomas P. Ald- 
rich, secretary. 

G. A. Martin, manager of the life and 
casualty department. and Mr. Hogsett, 
manager of the liability and indemnity 
€partments, expressed their hearty en- 
dorsement of the club. It is planned to 
old a meeting each week and outside 
Speakers will frequently be invited. 


Smith Leaves Great American 


4 Joseph FE. Smith, vice-president and 
®cretary of the Great American Life of 
gttchinson. Kan., has resigned. Mr. 
= has been with the Great Ameri- 
2 since the organization of the com- 
any in 1916. Mr. Smith will announce 












































































































Classic Lines of the New Home of the Lincoln National 
Life Become Apparent 


Work is being pushed ahead at a telling pace on ““The Most Beautiful Life 
Insurance Building in the World,” which is to be occupied exclusively by the 
Lincoln National Life Insurance Company. 


The big structure, which will have a frontage of 260 feet on one of the main 
business streets of Fort Wayne, Indiana, will extend back 120 feet on the two 
side streets. The first unit is four stories and is expected to serve the rapidly 
expanding needs of The Lincoln National Life for the next five years. 


The foundations of the large edifice are laid for a fifteen-story structure, and 
by constructing additional stories from time to time the big building will de 
splendid duty for a number of years. The new home of The Lincoln National 
Life is builded altogether with the idea of aligning its service effort to most tell- 
ing advantage, 


The effective service of The Lincoln National Life Insurance Company has 
been its greatest asset through its years of remarkable growth and all its plans 
for the future are along the lines of strengthening that service. 


You gain the advantage of all its farsighted service plans when you 





The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 
Now More Than $250,000,000 In Force 



























's plans for the future a little later. 
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When a Company less than 
four years old and thor- 
ougly stabilized in manage- 
ment, writes 


VER A MILLIO 
EACH MONTH 


and keeps up that record 
for more than six months, 
| it must have a good agency 
department, up-to-the-min- 
ute policies and intensive 
field co-operation. ; 


STATE LIFE INSURANCE COMPANY 
OF IOWA 


THE 


is such a Company. Over 
30 millions in force. Over 
2% million dollars in 
assets. If you are inter- 
ested in a new agency, 
have experience and are 
not dependent on advances 
—it will pay you to com- 
municate with us. 


A. C. Tucker, President 
William Koch, Vice President and Field Mgr. 


IOWA BUILDING DES MOINES, IOWA 
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NEW PLAN IS SUGGESTED 
FOR ANY READJUSTMENT 


Prominent Life Man Would Elimi- 
nate All Incentive for Gain 
in Replacement 


NEED FOR HONEST ADVICE 


Investigation of Life Insurance in 


Illinois Was Brought on By a 
Coterie of Adjusters 


Life insurance men not only in IIli- 
nois but elsewhere greatly regret the 
fact that the Dailey senate investigating 
committee of the Illinois legislature 
should have allowed itself to be made 
the medium through which a group of 
men in Chicago not connected with any 
company, they being self styled adjus- 
ters or counsellors, was able to gain 
publicity and put the life insurance busi- 
ness in disrepute. These men are not 
identified with the Chicago Life Under- 
writers Association or any organization 
of regular life insurance men. They are 
outcasts sc far as orthodox life insur- 
ance is concerned. Their business is 
only taken by a few companies. In- 
surance Commissioner Houston of IIli- 
nois took steps to discipline companies 
that accepted their business. 


De d Comp 


The Dailey committee was not spe- 
cifically empowered to investigate life 
insurance but the adjusters were clever 
enough to secure an audience with the 
committee in order to air their griev- 
ances against reputable life insurance 
companies and men. They accused the 
companies of misleading the public and 
denounced life insurance agents as pre- 
varicators and dupers of the people. 


Day’s Testimony Conv necing 





nies and Agents 


The combatting testimony of such 
men as President Darby A. Day, Chi- 
cago Life Underwriters Association, 
naturally did not find its way into the 
daily papers that featured the testimony 
of the abstractors. Mr. Day’s expose 
of the methods of the abstractors was 
most convincing and did not leave them 
ground to tread upon. 

There has been considerable discus- 
sion since the Chicago conspiracy cases 
involving the twisting of life insurance 
got into court and since the Dailey in- 
vestigating committee took up life in- 
surance, as to what might be done to 
render still stricter justice to the public. 
As a matter of fact, life insurance as 
today conducted has much to commend 
it and very little to be criticized. The 
abuses are few and far between. They 
are not germane to the business itself. 
In some cases the eagerness for busi- 
ness has led companies to adopt meth- 
ods that are not orthodox. 


Make Readjustment Unprofitable 


A prominent life insurance man who 
has given the subject of twisting con- 
siderable study, feels that steps might 
be taken to make the readjustment of 
policies unprofitable to anyone con- 
nected with the business on the selling 
end. He feels that so long as com- 
panies pay commissions on new busi- 
ness that is secured to replace old poli- 
cies, there will be the commercial in- 
centive to give prejudiced advice. The 
twisters live on the credulity of policy- 
holders and the fact that life insurance 
lends itself to juggling of figures so 
that the laymen is misled as to just 
what is best for him. Undoubtedly 
there are times when a man’s insur- 





ance or part of it could be adjusted to 


his benefit. At that time he needs the 
unprejudiced advice of an expert. 

This life insurance man suggests the 
following points to be considered: 

1.. There should be an agents’ quali- 
fication law, so that a man who sells 
life insurance is fitted to give advice 
as to one’s policies. 

2. Companies should not accept any 
business from twisters. There are men 
who make it their business to seek out 
people who have old insurance, get up 
a schedule for them, show them how 
it will pay them to cash in on their 
old policies and take new ones. Busi- 
ness from such men should not be taken 
under any consideration. 

3. There should be a strict misrepre- 
sentation law to provide penalties for 
those who give false information re- 
garding life insurance companies and 
any of their contracts. 


No Commissions on Replaced Business 


4. No company should pay any com- 
mission on replaced business. Where 
a man has become a policyholder he 
has paid the expense of getting on the 
books. That should be the last time he 
should pay for this service. The North- 
western Mutual Life and the Home 
Life adopt this plan now. They do 
not pay a commission a second time 
where the new policy is to replace an- 
other. The readjustment can be made 
more economically in the original com- 
pany. Agents should be allowed to give 
advice where an adjustment seems most 
desirable. The adjustm*nt, however, 
should not be made for revenue. It 
should be part of the se*r'-e that an 
agent holds his client. 

5. In the application bla’ “of every 
company there should be‘an inquiry 
as to whether the policy applied for is 
to replace old insurance and if so in 
what companies is the old insurance. 
This will give the company an oppor- 
tunity to confer with the other com- 
panies and ascertain whether ¢ _ busi- 
ness is really being twisted untairly to 
the applicant. The professional twisters 
usually find two or three companies 
which will take their business. They 
seek some non-participating institution. 
The business itself is desirable and the 
companies accepting it have little or 
no regard for the ethics of the business 
If, however, companies of high standard 
find that an agent or broker is twisting 
a policy it can readily take steps to 
block him. 


Reasonable Surrender Charge 


6. There should be a reasonable sur- 
render value charge during the life of 
the policy. A policyholder should ne 
have the opportunity of pulling out 
a company without paying some pen- 
alty. ‘ Competition has so liberalized 
the practice that after a certain pe od 
most companies give the full surren- 
der value. 

This life insurance man says if all 
incentive to gain is removed then op- 
portunity will be afforded to life men 
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to give candid, sincere advice to policy- 
holders where a_readjustment of their 
insurance is desired. Men's condition 
and needs differ at various times im 
their lives. Insurance taken in one 
time, may not be fitted for demands 
that come up at another. The beauty 
of life insurance is that it can b 
adapted to a man’s needs at any stage 
in his career. If, however, there is to 
be more money made out of his re 
placed insurance, this insurance ma 
thinks it opens the way to grave 
abuses, and encourages the professiona 
twister. 
Claims Agents are Arbitrary 


The president of one of the large firé 
insurance organizations who is an um 
usually intelligent man made the fr 
mark the other day that in his opini0 
orthodox life insurance men were [0% 
straight laced in regard to giving advic 
as to readjusting existing policies. © 
declared that by not being frank in the! 
counsel and endeavoring to keep the ol! 
policies on the books at all costs, the 
open the way for the twister who come 


(CONTINUED ON NEXT PAGE) 
















pre- 


re- 
and 


ess 


>om- 
here 
r he 
1 the 
1e he 
orth- 
Tome 
y do 
time 
e an- 
made 
com- 
» give 
most 
vever, 
> ¢ 


ve 


at an 


every 
iquiry 
for is 
so in 
ance. 
oppor- 
com- 
busi- 
irly to 
wisters 
\panies 
They 
itution. 
nd the 
ttle or 
usiness 
andard 
wisting 
teps to 


re 
ble sur- 
life ot 
ld ne 
out uf 
ne pen- 
eralized 
1 pe 2 
surren- 


rs if all 
then op- 
life men 





to grave 
ofessiona 


rary 


large firs 
is an un 
e the re 
is opine! 
were to 
ing advic 
jicies. ™ 
nk in the! 
ep the 04 
mat, the 
who come 


PAGE) 





May 17, 1923 





LIFE INSURANCE EDITION 








ATTORNEYS TO GATHER 





WILL MEET IN MILWAUKEE 





Semiannual Conclave of the Association 
of Life Insurance Counsel Will Have 
Interesting Program 





The semi-annual meeting of the As- 
sociation of Life Insurance Counsel will 
be held at the Hotel Pfister, Milwaukee, 
May 24-25. Papers will be read by 
Follett W. Bull, general counsel Secur- 
ity Life of Chicago; W. H. Hinebaugh, 
general counsel Central Life of Illinois; 
Frank G. Hodskins, counsel Massachu- 
setts Mutual Life; Henry W. Price, 
counsel Illinois Life; C. Petrus Peter- 
son, counsel Bankers Life of Nebraska; 
H. H. Orr, counsel Western Reserve 
Life; Robert E. Henley, attorney Life 
Insurance Company of Virginia. Ar- 
rangements for the meeting are in 
charge of George Lines, M. J. Cleary 
and Lawrence A. Olwell. John L. 
Wakefield is president of the associa- 
tion. 


Illegal Wife Gets Insurance 


_The Alabama supreme court held that 

Nevada Frank, the illegal wife of Will 
Frank of Montgomery, may collect a 
$2,000 life insurance policy from the 
Modern Woodmen of America and that 
Frank’s legal wife, Levada Frank, can 
not partie** .te in the proceeds from the 
policy. 

Fran ed in the insane hospital at 
Tuscaloos:i several months ago and 
Levada Frank entered a claim for the 
insurance, contending that she was the 
legal wife of Frank and was entitled to 
the insurance, 

The supreme court held that Nevada 
was .;}e dependent of Frank and, al- 
though not his legal wife, was entitled 
to the benefits from the policy. 


Reduces Second Year Lapses 


The Pacific Mutual Life experienced 
a very gratifying second policy year 
lapse rate in 1922. Figures which have 
just been compiled show a reduction of 
eight points from the record of the 
previous year and bring the rate down 
below the pre-war record. A steady im- 
provement marked 1922 results through- 
out the year, the record low point of 
13.6 percent being reached in Novem- 
ber and December. The average for 
the year was 17.7 percent, which is con- 
sidered very favorable. It is believed 
that most companies consider an ex- 
perience of 20 percent or less wholly 
Sitisfactory and gratifying. 

‘While the Pacific Mutual regards its 
1922 record as largely the result of im- 
Proved general business conditions, it is 
also felt that the company’s agencies 
and branch office cashiers are entitled 
to no little credit by reason of their 
active cooperation in the efforts of the 
ame office to reduce second policy year 

pses. 


PLAN FOR READJUSTMENT 
(CONT'D FROM PRECEDING PAGE) 
long and shows a man where it is to 

his advantage to make a change. 

This is resented by life insurance men 
who say that one of the services of the 
fe insurance office is to keep in touch 
With policyholders, ascertain new de- 
mands and give advice as to his insur- 
ace. This comes up almost daily. One 
Manager said that the difficulty is to 
tep his agents from giving too much 
advice and switching a man’s insurance 
‘found too frequently. An agent he said 
's always looking for an excuse to go to 
* policyholder and give service in order 
that he may write him for additional in- 
‘trance. If there can be any sort of 
‘rinkle in his old insurance that will 
Sve him the chance to readjust it and 
“rite more insurance he is glad of the 
PPortunity. This manager said that 
- up to date life insurance man en- 
‘avors to make himself serviceable in 





‘very way possible. 
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f This is one of a series of messages appearing each week. 
( Watch for the one to appear next week. 
( fh 
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EDUCATIONAL 
| ADVERTISING 


Thousands of dollars are spent annually by the Grizzard System to 
arouse interest among the general public in the benefits of old line life 
insurance. Not only the Grizzard System, but the whole life insurance 
field, is thus aided in underwriting policies through the educational 
message that is carried to millions of readers of the greatest newspapers 
in cities where this system operates. 


Below is a quotation from a typical Grizzard System copyrighted 
advertisement run in a recent issue of the Chicago Sunday Tribune 
(circulation practically one million copies): 


“One of the established principles of modern life is that 
Thrift is the basis of Success and that systematic saving is the 
bedrock of thrift. Another principle of modern life is that 
every man should not only provide daily bread and shelter for 
his dependents during life, but also make adequate provision for 
their needs after his death. The most feasible arrangement for 
making this provision is through the medium of old line legal 
reserve life insurance. 


“The principle of life insurance is so well established and 
so universally acknowledged and popular that practically all men 
have old line insurance for some amount. The majority, how- 
ever, are not adequately insured. The death of a friend or 
acquaintance emphasizes this truism, and, besides, who ever 
heard of anyone dying over-insured?” 


By this brief quotation from a full-page advertisement it is clearly 
seen that in order to “sell” the Grizzard System, it is customary first 
and always to present, through dignified and widespread advertising, 
the facts and information that “drive home” the benefits of old line life 
insurance. The effect of such advertising is not alone instant but cumu- 
lative, and is bound to be felt for years to come. 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 
Send for free Wrigley Bldg., Chicago 398 Buctid Ave. CLEVELAND 
copy of Radio GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
Address om Life MICHIGAN, oesepeenind Metropolitan Bidg., AKRON 
1 


Insurance by Ist Natl. Bank Bldg., Detroit . Daily News Bldg., CANTON 
James A. Gris 


ee GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Wrigley Bldg., Chicago 
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You Can Do Anything You Like 
If you are Properly Insured 


S your house insured so that if it burns down you 
would not lose it all, including the money loaned 
you on mortgage? 

Have you Life Insurance to cover the mort- 
gage on the house in case you should die, so 
that your wife and children would not have to 
pay it? 

Have you Life Insurance to secure them an 
income in case of your death, or to help put 
your children through college in case you should 
not be here to do it? 

Have you provided against want in your old 
age in case you should then be “out of business” 
or possibly may have lost your property? 

Is your business insured amply for Fire and 
Life Insurance so that your family will be pro- 
tected? 

Are your employees, or any for whom you 
may be liable, properly insured for compensa- 
tion? 

Are you insured against accident, disability, 
and illness? 

Is your automobile insured against fire, theft, 
collision, and personal liability? 

Have you Life Insurance to cover inheritance 
taxes? If you haven't an estate on which to pay 
an inheritance tax, have you a Life Insurance 
Estate which you can leave whole and free from 
inheritance taxes? 

you are insured against all these contin- 
gencies your mind is free from worry, you have 
equalized the chances of life, you have made 
yourself and your family secure, for the present 
and for the future. 

Information from any Agent or the Home 


Office of the 


Lire INSURANCE COMPANY 
oF BOSTON. MASSACHUSETTS 
' Sixty-one Years in Business 
Largest Fiduciary Institution in New England 


LER 








THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus”’ 





For Information’Address the 
Home Office at Cincinnati 











H. W. STRICKLER, E. L. SHINNICK, 


MIDLAND INSURANCE COMPANY 


St. Paul, Minnesota 


Liberal contracts to good agents in 
Minnesota, North and South Dakota and Iowa 


For information regarding agency write 
G. K. HENSHALL, Supt. of Agents 

















PUBLIC RELATIONS OF 
INSURANCE BUSINESS 


Significance Told by A. N. Wold 
in Pennsylvania Federation 
Address ~ 


URGES PUBLIC EDUCATION 


Says Dangers Ahead Can Only Be 
Avoided Through Moulding of 
Public Opinion 


READING, PA., May 14.—The sig- 
nificance of the public relations of the 
insurance business was extensively out- 
lined by Albert N. Wold, assistant secre- 
tary of the Insurance Federation of 
America in his address last week before 
the annual meeting of the Pennsylvania 
Federation in this city. Mr, Wold pointed 
out that public opinion was the direct- 
ing force of business and that for con- 
tinued prosperity and avoidance of dan- 
ger to the very form of government now 
enjoyed the public must be educated to 
public service insurance, privately owned 
and operated. Mr. Wold in his talk first 
outlined state fund insurance and its 
dangers, then nonconformist private in- 
surance, citing the Nonpartisan League 
as the classic example of the turn of 
public opinion, and then came to private 
insurance of the public service type, 
Saying in part: 

Public Service Insurance 


Public service insurance, privately 
owned and privately operated, is that 
kind which coinsures with the public it 
serves. It strives to serve the policy- 
holder. It avoids the quagmires and 
seductive quicksands of selfishness. It 
strives to educate the public in regard 
to its business and draws its principal 
dividend in the form of public good will. 
It is cognizant of the place it occupies 
in the economic structure of the nation 
and endeavors to carry its share of 
duties and responsibilities. The com- 
panies in this classification invite proper 
state regulation and the agents are in- 
formed men of standing in their home 
communities, who look upon their busi- 
ness as a profession and not a side issue 
to other enterprises. The officials in the 
companies will be found to be active 
participants in all movements to raise 
the standards of underwriting and serv- 
ice; the agents will be found taking a 
proper interest in the political affairs 
of their communities. It is the compa- 
nies and the agents in the public service 
insurance classification who are in attend- 
ance at meetings like this of the insur- 
ance federations. The public service 
insurance companies and agents are alive 
to the true insurance needs of their 
country—they are not cloistered from 
the currents of radicalism which yester- 
day lapped our shores and are today 
seeking and inundating the low levels 
of public ignorance, prejudice and par- 
tisanship. 

Our country is in need of true national 
insurance—insurance of the United 
States against the encroachments and 
inroads of radicalism. We must guard 
our federal constitution from the at- 
tacks of those who regard it as an 
obstacle in the path to state industrial- 
ism. We must uphold our representa- 
tive form of government against those 
who would make it communistic. 


See Danger Ahead 


The public relations of the insurance 
business are the public relations of all 
business. We can not remain aloof 
from the perplexing questions which 
arise out of the complexities of modern 
industry and are carried into public 
forums. If insurance wants to hold its 
place in public estimation and esteem it 
will have to occasionally don the iron 
helmet, get out of the firing line and 
assume a few risks in behalf of the pub- 
lic welfare. 

During the present generation we have 
seen a radical change, however, from 


the stable representative form of gov- 
ernment, laid down by the foundemg of 
the republic, to something that veers 
close to the edge of pure democracy. 
In this change lies serious danger—a 
threat against the perpetuation of the 
form of government set forth in the 
constitution, and a threat against the 
development of the economic principles 
of individual initiative and private en- 
terprise in business contemplated by the 
basic law of our country. 


Prosperity Under Present Form 


Under a capitalistic form of govern- 
ment we have reared the most powerful, 
the most peaceful and the most humani- 
tarian nation in history. In round num- 
bers our natural resources and our pro- 
ductive enterprises are worth not less 
than $250,000,000,000—approximately $10,- 
000 for the head of each and every 
family in the United States. In the arts 
and sciences, in organization and in- 
ventive ability, in economical production 
of property we lead the world. It is a 
land of opportunity, where every indi- 
vidual may choose his, or her, line of 
work. 

And yet, despite this wonderful pro- 
gress of our nation under a capitalistic 
form of government, there is a trend, 
of menacing proportions, toward the so- 
cialistic—if not the communistic or the 
bolshevistic—state. 

The organizers of the Insurance Fed- 
eration of America sensed the rising 
menace of radicalism ten years ago when 
the foundations of the federation move- 
ment were laid down. They realized 
that insurance would be one of the first 
branches of business to be attacked. 


Public Needs Understanding 


The public is in need of a better un- 
derstanding of the insurance business. 
It does not know, for instance, that the 
life insurance companies, identified with 
the Association of Life Insurance Presi- 
dents, have invested trust funds of their 
policyholders to the extent of $1,306,- 
621,229, in farm mortgages. It does not 
know that trust funds have been simi- 
larly invested in railroad stocks and 
bonds to the extent of $1,679,846,344. It 
does not know that the admitted assets 
of the companies belonging to the As- 
sociation of Life Insurance Presidents 
total $7,447,402,086. It does not know 
facts of equal import concerning the fire 
insurance and the casualty insurance 
companies. The public should be in- 
formed in regard to insurance funda- 
mentals, in regard to kinds of insur- 
ance carriers, in regard to the benefits of 
insurance. A public which is uninformed 
in regard to insurance matters is a likely 
convert to the agitator who wants to 
do away with private enterprise in the 
field of insurance. 

In matters of legislation affecting in- 
surance, the insurance men of the coun- 
try should take the point of view of the 
public into consideration. The public 
will be the final arbiter as to the kind 
of insurance which shall be written in 
this country. In 1921 the Insurance Fed- 
eration of America, received, analyzed 
and examined 1,471 bills, introduced in 
44 state legislatures, affecting our busi- 
ness. Some of these bills were good, 
some were bad and some were innocu- 
ous. In the attitude we took on these 
bills we were actuated by the spirit of 
fair-play. In 1923 the record of 1,471 
bills will, it seems, be far surpassed. 
At the present moment, after but a few 
months of legislative activity, approxi- 
mately 1,700 bills affecting insurance 
have been presented. Regarding insur- 
ance legislation insurance men must be 
alert. 

Should Oppose State Insurance 


Insurance men should most vigorously 
oppose the establishment of additional 
state insurance funds. We have too 
many of them now. Every state insur- 
ance fund established is an additional 
step toward a scrapping of our repre- 
sentative form of government and our 
present system of economic organization. 
State industrialism in the field of insur- 
ance—or in any field of industrial ac- 
tivity, for that matter—can never be 4 
success so long as the political factor 
is present. And there is no hope that 
politics can be divorced from any gov- 
ernmental enterprise. The public does 
not, however, appreciate this. It is in- 
cumbent upon every insurance man, who 
believes in public service insurance, pri- 
vately owned and privately operated, to 
inform the public. If he does not do it 
the propagandist for state industrialism 
will take possession of the field of pub- 
lic opinion before he arrives upon the 
scene. 
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WORKING OUT DETAILS 


BALTIMORE CONGRESS PLANS 

Five Headliners on Program for Big 

Gathering of Maryland Life 
Underwriters May 24 





BALTIMORE, MD., May 15—Great 
preparations are being made by the 
Baltimore Life Underwriters Associa- 
tion for the one-day sales congress 
which will be held at the Maryland 
Casualty auditorium May 24. Talks will 
be made by five of the leading life in- 
surance men of the country and after 
each talk a short period will be set aside 
for discussion and the answering of 
questions. 

The principal addresses will be made 
by Edward A. Woods of Pittsburgh, 
former president of the National associ- 
ation; Dr. John A. Stevenson, vice-presi- 
dent of the Equitable Life and former 
head of the Carnegie School; Robert H. 
Moore, home office general agent of the 
New England Mutual Life; Charles 
Gillman, of the National Life’s Boston 
general agency, and Paul F. Clark, gen- 
eral agent at Boston of the John Han- 
cock Mutual. 

Mr. Woods will talk on “Scientific 
Life Underwriting”; Dr. Stevenson on 
“Meeting Objections”; Mr. Moore on 
“Consistent Production”; Mr. Gilman 
on “Liking Your Job,” and Mr. Clark 
on “Agency Building.” 

Ernest J. Clark, president of the Bal- 
timore association, is chairman of the 
committee on arrangements; Leonard 
A. Spaulding, chairman of the finance 
and registration committee, and Charles 
R. Posey, chairman of the reception 
committee. 


Equitable’s General Agents Meet 


At the recent meeting of the general 
agency association of the Equitable of 
New York held at Atlantic City, E. M. 
Crutchfield of Richmond, Va., was 
elected president, T. B. Sweeney, Wheel- 
ing, W. Va., was chosen secretary and 
Frank L. Levy of New Orleans remains 
as treasurer. C. J. Edward of Brook- 
lyn, N. Y., will serve another term as 
chairman of the executive committee. 
The association is made up of general 
agents, branch agency managers not 
being eligible for membership. The 
meeting is not like usual agency meet- 
ings, being more or less of a get- 
together proposition. The meeting was 
attended by President William A. Day, 
Vice-President J. E. E. Westfall, Secre- 
tary William Alexander, Agency Vice- 
President William E. Taylor, Second 
Vice-Presidents Frank H. Davis, John 
A. Stevenson, L. O. Fisher, and W. J. 
Graham. 


Sales School at Sioux Falls 


The American Life has started a sales 
school of a month’s duration at Sioux 
Falls, S. D., for the benefit of agents in 
Minnesota, Iowa, Kansas, Missouri and 
the two Dakotas. The course followed 
is based on that used at Carnegie Tech. 
P. J. Crandall, state manager of the 
company in South Dakota, is in gen- 
eral charge of the arrangements for the 
school, 

F. Dayton Davis, from the home of- 
fice at Detroit, and E. H. Marshall, 
Superintendent of agents. head the fac- 
ulty for the school. President ‘C. L. 
Avres and two of the vice-presidents 
will be on hand for at least a part of 
the course. 


Talks on Life Insurance at Colleges 


S. W. Russell, instructor of the Mu- 
tual Life of New York general agency 
at Sioux Falls, S. D., is giving a series 
of lectures on life insurance in several 
colleges in that section. The schools 
where he has spoken so far are Au- 
gustana Collere. Columbus College and 
Sioux Falls College. The same series 
of addresses will be given at each of 
the three colleges, 











An Agent’s Company 


? 


When we say “An Agent’s Company,’ 
we mean that the management appreciates 
that the success of the Company is bound 
up in the contentment and prosperity of its 
Agency Organization. We give them the 
material and opportunity to make a success 
—low cost and attractive, salable, feature 
policies—Sub-Standard and Accident and 
Health service. We take a keen interest 
in the progress of our salesmen from the 
beginners up. Weassist them inevery way 
possible to “make good.” We smooth the 
hard places and anticipate the difficulties 
that a beginner is likely to encounter. We 
pass on to them what it took us years of 
effort to acquire. Our experience is their 
guide. We need more salesmen and we 
are spending time and money to get them. 
The world needs more Life Insurance. Our 
need and the world’s need is your op- 
portunity. 


We have a few: General Agency open- 
ings for the right kind of managers. 


Address 


E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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Organization 
Methods 





Equipment 
Personnel 


Main Office: 40 Rector St., New York 


| H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Standardization 
Modern Office Planning 


Western Office: 327 S. LaSalle St., Chicago 














INDIANA . OHIO 


KANSAS 


ILLINOIS IOWA 


"DA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY 


MISSOURI 


MICHIGAN 


NEBRASKA 




















GENERAL AGENT 
WANTED FOR 


Cincinnati, Ohio 
Chattanooga, Tenn. 
Grand Rapids, Mich. 
Roanoke, Va. 

New Orleans, La. 
Rockford, Il. 

Des Moines, Iowa 
Sioux City, Iowa 
Topeka, Kans. 
Missoula, Mont. 
Helena, Mont. 





Employed Women 


can secure Disability and Double Acciden- 
tal Death Benefits on any life or endow- 
ment policies with the Minnesota Mutual. 


We Serve 


Address in confidence 


0. J. LACY, 2d Vice-President, in charge of Agencies 


The Minnesota Mutual Life 


Insurance Company 
St. Paul 


For agency connections in South 
Central Kansas, write O. H. Cloutier, 
General Agent, Wichita, Kansas. 
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C.A. CRAIG, Presipent 


Sei Ordinary fe y Sone 


Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims durin 


the last 20 Years 


W.S. BEARDEN. Secy-TREAS. 





THE NATIONAL LIFE & ACCIDENT INSURANCE CY 





HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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B. BURRUS, general agent 

W ‘ of the Provident Mutual at 

* Kansas City, who spoke on 

“Shakespeare, the Salesman,” at the De- 

troit sales congress last week, was just 

as dramatic in the treatment of his topic 
as in its selection. 

“Salesmanship is nothing more thah 
making the other fellow see your prop- 
osition as you see it,” was his opener. 

“To make him see it, something more 
is needed than mere conversation. It is 
up to us to sell the idea of life insurance 
itself to the public. We must make 
ourselves worthy of their confidence and 
to do this we must not only tell the 
truth but we must live the truth. 


Salesmanship Is Marketing Idea 


“Salesmanship is the marketing of an 
idea. I offer as my candidate for great- 
est salesman of history, William Shake- 
speare. His ideas have been sold from 
the throne, the pulpit, the platform, the 
school desk, the counter. We quote him 
as we quote the Bible and, indeed, many 
scriptural quotations are attributed to 
him for the people know more about 
Shakespeare than they do about the 
Bible. 


Is “Verbal Cyclone” 


It would take several pages of this 
edition to give Bro, Burrus’ talk in full 
and to have taken it in full would have 
required a_ battery of stenographic 
hounds. W. B. is a fast talker. He’s a 
verbal cyclone but, while a cyclone sim- 
ply tears things all to smithereens, Bur- 
rus gets results with every sentence. 

I can’t give you any continuous story 
of his talk. There’s nothing continuous 
about it, anyhow; something like the 
Songs of Solomon—all good stuff. Best 
I can do is to give you some of the 
gems. I may slip up on some of the 
Shakespeareanisms and I haven’t time 
to look ’em up, so do your own cor- 
recting. 

Shakespearean Sales Sentences 


Talking about a salesman’s dress he 
said: 

“William tells us: 

“*The apparel oft proclaims the man.’ 
Some salesmen go on the job dressed 
up like a pack of cards. They look like 
blue sky salesmen. How can a man feel 
that a chap attired like a variety artist is 
capable of planning the protection of 
helpless women and children? 

“Our doubts are traitors and make 
us lose the good we oft might win by 
fearing to attempt.’ Doesn’t that touch 
the spot in the life man who is timid in 
his approach? 

“*To thine own self be true and it 
follows, as night the day, thou canst not 
then be false to any man.’ Was there 
ever anything said by anyone that con- 
veyed a finer bit of advice to us men 
than that?” 

There were a lot more of them but 
Burrus talked too fast for me to get 
them down. 


His Own Just as Good 


Some of his own were just as good 
as Shakespeare’s. For instance: “I like 


| BURRUS SHAKESPEARE’S RIVAL ! 


Kansas City Man’s Own Sales Points as Snappy as Those Culled from 
Bard of Avon 


| BY GEORGE BROWN 


| 








green men in my company. When 
they’re green they grow, when theyr’e 
ripe they rot.’ 

When a man used to tell him he 
knew all about that “insurance dope” 
Burrus would say to him: 

“I can show you something no man 
has ever seen before, that you have 
never seen, and that I have never seen 
and after I have shown it to you, you 
nor I nor any other man will ever see 
it again.” 

Of course the man falls for it and 
Burrus pulls from his vest pocket a 
peanut in the shell, breaks the shell, 
pops the peanut into his mouth and 
chews it up. After that Mr. Man is not 
so egotistical about knowing it all. 


Must Know Your Business 


Talking of preparation and knowing 
your policy he told this story: 

“T wanted a claw hammer. I went 
into a hardware store and asked the 
clerk for a hammer. He showed me 
one. I asked him if it was a good ham- 
mer. ‘Shure, you'll make no mistake if 
you buy it. It’s all right. There isn’t 


any better.’ Why is it all right?’ I 
asked him. ‘Well, there isn’t any bet- 
ter.’ 


“Then I tried ancther store. And 
what did the’ salesman tell me? ‘Ail our 
hammers are fully nickel plated. The 
handles are of second growth hickory 
and are mahogany stained. The claws 
are of best crucible steel and tempered 
just right. They won’t break. The head 
will not come off.’ 

“See the difference? One clerk knew 
his business, the other didn’t. The first 
fellow fell down while the second sold 
the hammer. 


Painting a Picture 


Commenting on the .oft repeated 
“Paint a picture,” he said: “If you don’t 
think, feel, believe, know that you are 
in the best business in the world you 
can’t paint any picture of the good 
things in life insurance.” 

Referring to “big case” sales he said: 
“Don’t pat yourselves on the back over 
selling half million or a million dollar 
policies. The boys who are working 
eight hours a day selling the one and 
two and five thousand dollar policies 
are doing more for the life insurance 
business and for humanity than the 
men who make the big sales.” 

Mark Antony’s “Sales Talk” 


Burrus closed one of the most dram- 
atic and inspiring talks ever listened to 
by an insurance audience by his analy- 
sis of Mark Antony’s sale of himself to 
the grave and reverend seniors after 
Brutus had slain Caesar. Many of the 
insurance men around me said he had 
missed his vocation and should have 
gone on the stage as an interpreter of 
the bard of Avon. Personally I paid 
him the greatest compliment of which 
I was capable when I said to him: 

“Newspaper met: seldom praise oF 
congratulate anyone, but when I tell 
you that’s the best thing I have ever 
heard in an insurance convention I'm 
telling you something.” 








Philadelphia Banks Carry Group 


A canvass of the banks of Phila- 
delphia reveals the fact that no less 
than 31 of them have taken out life in- 
surance for their employes on the group 
plan. Thus nearly 4,000 employes are 
covered by an aggregate of more than 
$6,000,000. The big financial institu- 
tions are not satisfied to merely preach 
the doctrines that the insured man is a 
much better risk than the uninsured risk 
and that partnership insurance greatly 
Strengthens a firm’s position when it 
goes to a bank for a loan, but by pro- 
tecting their own employes they add 





emphasis to these well-known argu- 














| ments. 








Wisconsin National Elects 


At the annual meeting of stockholders 
of the Wisconsin National Life an elec- 
tion of directors was held and reports 
submitted. The reports showed the 
company’s affairs to be in a highly pros- 
perous condition, with good growth in 

1922 and a considerable increase in 
growth for the first four months of this 
ear. 

. The term of office of three directors 
expired and they were unanimously 
elected to succeed themselves for oo 
ensuing three year. Those_reelecte 
were Col. H. I. Weed and Dr. J. M. 
Conley of Oshkosh and J. J. Sherman 
of Appleton. 
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| STOCK CLOSELY HELD = 
] ities 
| PEOp 
| CONSERVATIVE NOT FOR SALE iF INSURAnEE EE 
\| —— 7 
1} 
= Vice-President A. S, Burkhart Declares 
en Unfortunate Rumor Has Brought . ' Oo —— 
_ Many Inquiries From Brokers 
he 
” A. S. Burkhart, vice-president of the 
oom Conservative Life of South Bend, Ind., 
we states that in some unaccountable way 
~ “ the report has gotten abroad that the 
nae company is for sale. He says that the 
ys officers are being written to to get fur- 
= ther information. He asks THe Na- 
d TIONAL UNDERWRITER to make it very 
wh strong that the Conservative Life is not 
nell for sale. In this connection he says: 
d “The control of the company rests 
an in the hands of Joseph M. Stephenson, 
not Dixon W. Place, William Mell, Clement 
Studebaker, Jacob Woolverton, Samuel 
Parker, Mrs. Mercy Summers (mother- 
ving in-law of Treasurer Stephenson), Mrs. 
Alice Summers Stephenson (wife of 
ome Treasurer Stephenson) and myself. Our 
the stock is voted as a unit. There is not 
a. one of us who would sell a dollar’s 
Pomel worth of it.” FRANKFORT 
if 
isn't NEW WISCONSIN TRUST LAW : 
a [NDIANSA 
bet- Measure Just Added to State’s Statutes J 
And Allows Life Companies to Hold 
7 our Policy Proceeds 
The p 
kory The Warden bill allowing life com- 
‘laws panies to hold the proceeds of policies 
ered in trust for beneficiaries, under certain 
head conditions agreed upon, is the first bill 
passed by the Wisconsin legislature not 
knew approved by Governor Blaine, which, 
first nevertheless. becomes law without his 
sold signature. The new law provides that 
a person insuring may enter into an 
agreement whereby the proceeds of his 
policy shall be held by the insurance 
eated company, or paid out in an annuity or 
don't graded payments. This will allow per- 
u are sons insuring themselves in favor of 
7 some spendthrift relative, to present the Th A l f i 
goo spendthrift from getting the money all ft 
E at once. The new provision of the law e er | e 
said: is worded: “Any life insurance company 
— | doing business in this <p shall _ I; 
ollar §— power to hold the proceeds of any policy A ft 
rking issued by it, under the terms agreed to nsurance gen 
Th Py oy the company and the policy- 
ylicies older. 
irance anstaialgiaiitie 
n the ‘ . ‘ 2 - ee 
Pesca tesgapuonenebeonegna—pa The life insurance agent of today holds a position of 
| . Efforts for a separation of the Texas on eye . : ° if 
dram- |} insurance and banking department failed responsibility. His task entails more than selling life 
red to again when the house in the special ses- H b lif 
analy- ff) ‘lon of the legislature Monday refused insurance. He must be an expert. e must De a life 
self to to pass finally the senate bill for the " b b] | h 
“after f)  Teation of a separate department of in- insurance counsellor. He must be able to analyze the 
of the ff) Surance. The vote was 10 for the bill ° ° h ill 
e had J) 4nd 86 against it. The bill as passed by needs of a prospect and give him coverage that wl . 
have F the senate provided for a commission of ° . ’ fi . | di ° 
a Gt If three members but when it got over to meet his needs. As the insured’s financial conditions 
. paid the house a substitute was adopted plac- . : . h I ll 
which ing the department under one commis- change, sO should his life insurance Change. ha 
me sioner. This was the undoing of the a . ° ld h h d I hi 
ise or J Measure, and the substitute bill was sent this the true life agent holds the upper hand. In his 
ll Fi le scrap heap. . ba ° 
J ver Mf , Just before the insurance department work he is ably supported by the right kind of com- 
I'm } bill was considered the house had passed ° ‘ b f d h P l Lif 
B fnally the senate bill creating a separate panies. In this class can be found the Peoples Lite. 
epartment of banking. ecause of the ° . ° 
== deleat of the insurance department It is always ready to give the agent constructive help 
measure the banking department bill ° ° 
“— will also fall as the governor will be In his task. 
“4 lec- compelled to veto it for the reason that 
- sais nO provision has been made for taking 
y es Care of the insurance end. 
wih ES LIFE 
wth - Northwestern National Figures 
jase The Little Gem Life Chart shows $8,- 
1s ’ 
of th 464.272 as insurance issued in 1921 for INSURANCE COMPANY 
rectors shouly ythwestern ‘ee Life. It 
sly . 1 be $34,864,272. is is a typo- 
for. the graphical error and in comparing the Frankfort, Indiana 
selected imsurance issued this year with last, one 
fs. oy draw a poor comparison. The 
herman ~~ mMsurance issued is shown correctly 
~- ne 962,863, an increase of over $2,-| ||/__— — ——————————t 
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Darby A. Day’s Fine Service 


LIFE insurance men generally, and 
wherever they may be located, are in- 
debted to Darby A. Day, Chicago man- 
ager of the Mutual Life of New York for 
the intelligent and carefully explained 
testimony that he gave before the Dailey 
investigating committee of the Illinois 
legislature last week. A week before a 
group of self-styled advisors and counsel- 
lors had appeared before the Illinois 
senate investigating body, and made nu- 
merous and grave charges against the life 
insurance business. Their allegations so im- 
pressed the committee that the necessity 
of appointing a commission to investigate 
life insurance over a period of six months 
or so was being considered. Their testi- 
mony was given at a time when no ortho- 
dox life insurance men were on hand to 
challenge any of their statements. 

The appearance before the Dailey com- 
mittee of these men might have worked 
great harm to the business if Mr. Day 
had not been able to counteract the effect 
of what they had to say. Mr. Day went 
right to the heart of the whole matter. 
He showed that the man who is engaged 
in the business of persuading policy- 
holders to lapse existing insurance and 
take out new policies is often able to sup- 
press or withhold all of the facts regard- 
ing the policy in force at the time that a 
change is urged. Mr. Day did not charge 


that the complaining advisors did this, 
but he did show the committee that it 
was very easy for a skilled life insurance 
man to gloss over the benefits of exist- 
ing insurance in the desire to stress the 
attractive features of the new insurance 
being advocated. Mr. Day was able to 
make the committee see that any so-called 
adjuster of life insurance has it in his 
power to agitate and disturb a policy- 
holder without necessarily improving his 
life insurance situation. 

Mr. Day’s remarks were closely fol- 
lowed by the committee which greatly dis- 
counted, after Mr. Day had finished testi- 
fying, all of what they had heard the 
week before. Mr. Day eliminated the 
possibility of a general investigation and 
at the same time clearly set forth the 
weaknesses of the argument of the ad- 
juster or counsellor. Any investigation 
of any business, whether justified or not, 
does a certain amount of harm to the 
business investigated. It plants doubt in 
the minds of those who might otherwise 
have been confident. Mr. Day was able 
to sweep aside any possibility of a gen- 
eral investigation, and by doing so ren- 
dered a large and far reaching service to 
the business. He is to be commended 
for the character of the testimony given 
to the Dailey committee at its hearing 
last week. 


Hall and the Income Policy 


J. Exviorr Hatt, the well known 
monthly income expert, makes a graphic 
portrayal of the income plan by asking 
a man if he would be willing to receive 
his income in one lump sum on Jan. 1. 
Would it be possible for him to so 
systematize his expenditures that he 
would have one-twelfth of it left to take 
care of his December demands. Suppose 
for example that a man makes out his 
household budget for the year. He 
hands his wife for her account in the 
bank a certain sum of money. That is 
‘to take care of all the household ex- 
penses for the year. It is her allowance. 
Mr. Hatt asked if the average man 
would feel satisfied with that arrange- 
ment. Would it not be likely that by 
the time November was reached the 
money would be all gone? He does not 
feel comfortable in making a plan like 
that for a-years time. Yet when he has 
his insurance payable in a lump sum, he 
is adopting that same course for the 
rest of life time of his wife. As Mr. 


Hatt says, “If you won’t trust her for 


12 months how in the name of Sam Hill 
do you expect she is going to get along 
after your death? If you won't trust 
her for 11 months why trust her for 
life?” 

Mr. HALt advises a client to lay out a 
program for his dependents 10 years 
after his death. The client is told to 
take the place of his family on his death 
and to draw up a plan that will be to his 
liking. He may feel that it is necessary 
for his wife or some of his children if 
they are old enough to become bread 
winners. He is interested, however, in 
giving his children a certain amount of 
education. He feels conscientious in 
knowing that his wife will be looked 
after in case of disability. 

Mr. Hatt shows how the income 
policy fits him to meet these various 
demands. The client must decide for 
himself what amount payable monthly 
will meet the program. 





WHEN a man quits quarreling with life 
he’s getting old. 








George E. Copeland, superintendent 
of agencies for the Northwestern Mu- 
tual Life, was the guest of honor at a 
big meeting held at the home office, in 
celebration of his 30th anniversary of 
service with the company. Mr. Cope- 
land was presented with a large batch 
of applications written in his honor by 
men of the Clifford L. McMillen and 
Associates on “Copeland” Day, April 
30. For each application Mr. McMillen 
provided two roses, so that a beautiful 
bouquet was given Mr. Copeland, along 
with the applications, in token of the 
high regard in which the company em- 
ployes held him. Mr. Copeland was 
born at Middlebury, Vt., May 28, 1857. 
His first connection with the North- 
western Mutual was at Davenport, Ia., 
where he was general agent from Jan. 
1, 1886, until he went to the home office 
May 1, 1893. He was appointed second 
assistant superintendent of agencies in 
September, 1894; promoted to assistant 
superintendent of agencies in Decem- 
ber, 1902, and to superintendent of 
agencies in June, 1916. 


Frederic S. Withington, consulting 
actuary at Des Moines, has taken offices 
in the new Insurance Exchange Build- 
ing, Fifth street and Grand avenue, Des 
Moines, his increasing practice demand- 
ing larger accommodations. Mr. With- 
ington has recently finished and is now 
offering, at moderate cost, most com- 
plete and comprehensive tables for 
handling sub-standard life insurance 
business, covering six rates of mortality, 
from 125 percent. to 250 percent of the 
rate by the American Experience table 
and including commutation columns 
and other fundamental figures, net 
premiums, terminal and. mean reserves 
and terminal cost of insurance for seven 
regular forms of policies, American Ex- 
perience, 3% percent, Illinois Standard, 
also net premiums, etc., for the same 
classes and policies, level net premium 
basis, and complete net single premiums 
for life, endowment, pure endowment 
and term policies on the same _ basis 
and standard, which are strictly in ac- 
cordance with legal requirements. These 
tables are clearly duplicated and in 
loose-leaf form. They supply a much 
needed and up-to-date equipment _for 
issuing policies on under-average lines 
of various degrees of impairment. The 
writing of sub-standard business is rap- 
idly becoming universal, as tabulated 
experience and other data is now suffi- 
ciently complete to enable companies 
with well organized actuarial and medi- 
cal departments to broaden their field 
by the issuance of policies on impaired 
lives, within conservative limits. 

Edmund Alexander, who was formerly 
located at Santa Barbara, Cal., and in 
Nevada for a number of years as a 
member of the home office agency or- 
ganization of the Pacific Mutual Life, 
passed away a few weeks ago at the 
home of his daughter in Williamston, 
N. C. At the time of his death Mr. 
Alexander was connected with the 
Garland & Martin general agency of 
the Pacific Mutual as a local representa- 
tive of the company. He was widely 
known in southern California as a life 
underwriter of ability and a man of the 
highest ideals. 


S. J. Rosenblatt, Chicago manager of 
the State Life of Indiana, is vice- 
chairman of the general committee that 
is heading a drive for $2,500,000 for 
Jewish charities. Mr. Rosenblatt is 
one of the prominent workers in all 
movements of this character. He is 
giving a good part of his time this 
month to this important activity. 


Frank H. Davis, secretary and actu- 
ary of the Merchants Life of Des 
Moines, has resigned after seven years 
with the company to associate himself 








FRANK H. DAVIS 


with Frank J. Haight, consulting actu- 
ary at Indianapolis. 

Mr. Davis is one of Dr, J. W. Glover’s 
products, having graduated from the 
University of Michigan in 1908 after 
specializing under Dr. Glover in eco- 
nomics, mathematics and actuarial sci- 
ence. He went with the American 
National of Galveston in 1908 as actu- 
ary in 1910 and also became manager 
of the ordinary department. He went 
with the Merchants Life in 1916 as 
actuary and in 1920 he was elected 
secretary. Through 15 years of ex- 
perience with moderate sized life com- 
panies he has gained an insight into all 
departments of home office manage- 
ment. ’ 

John J. Donahue, insurance commis- 
sioner of New Hampshire since 1919, 
dropped dead on the witness stand in 
Manchester, N. H. court last week as 
the result of embolism, while testifying 
in an insurance case. He had been ill 
several months. Mr. Donahue was 64 
years old and had been more than 30 
years in the insurance business. He 
formerly was Manchester representative 
of the Union Central Life, had been 
state senator and was prominent in Re- 
publican volitics of the state. 


W. B. Eastham, insurance commis- 
sioner of Nebraska for four years. 1s 
very ill at his home in Lincoln, and 1s 
not expected to recover. He was being 
backed by a number of friends as a can- 
didate for the same position under the 
administration of Governor Bryan. 


Sam R. Weems of the Weems-Al- 
britton Agency of the Minnesota Mu- 
tual Life at Dallas, Tex., has been a 
member of the company’s Fifty-a- 
Month Club for 15 consecutive months, 
having produced better than $50,000 ot 
examined business during each of the 
past 15 months. 


On his return from a trip to Europe 
and the far east, Charles Jerome Ed- 
wards, manager in Brooklyn for the 
Equitable Life, was presented by his 
agents with applications for $356,000 of 
life insurance, the result of an in- 
tensive drive for new business made the 
day preceding Mr, Edward’s arrival in 


New York. 


James E. Dickerson, of Dickerson & 
Nicholas, general agents at Richmond, 
Va.. for the Shenandoah Life, has an- 
nounced his candidacy for the Virginia 
house of delegates, subject to the action 
of the Democratic primary to be held 1 
August. Nomination in the_ primary 
will be equivalent to election. He is now 
a member of the city council. Although 
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he has been writing life insurance only 
a few years, he is rated as one of the 
best in the business in his home town. 
With Cary A. Nicholas, who worked 
with him for the Equitable of New 
York, he took on the general agency of 
the Shenandoah the first of this year, 
and the two had paid for $384,000 up to 
May 1, surpassing all other agencies of 
the company for the four-month period. 


Emil Schwab, for -the past 25 years 
editor of the publications of the John 
Hancock Life, died at his home in Ar- 
lington, Mass., Saturday, following 
many months of failing health, which 
had caused his retirement from active 
work at the John Hancock a year or 
more ago. Mr. Schwab was born in 
Germany Apri] 24, 1851, and came to 
this country when an infant. He was 
graduated from the Massachusetts In- 
stitute of Technology with the class of 
1874. He was an accomplished pianist 
and a student of music. As one of the 
first members of the Boston Press Club 
and a constant visitor there, he was 
well known and beloved by the entire 
press fraternity of the city. The funeral 
was held Monday in Hartford, Conn. 


Vice-President Frank Bushnell of the 
Aetna Life is being honored this month 
by a special drive for new business in 
his name. Mr. Bushnell is celebrating 
his silver anniversary of service with 
the Aetna and in honor of his celebra- 
tion, the field forces throughout the 
country are making a campaign for 
May as a tribute for his sterling ser- 
vice. Mr. Bushnell joined the New 
York agency of the company in 1886, 
formed the general agency firm of 
Mumford & Bushnell in 1889, became 
superintendent in 1898 and agency sec- 
retary in 1901. In 1922, he was elected 
vice-president of the company. 


President Louis F. Butler of the 
Travelers made his first visit to Chi- 
cago in a number of years last week, 
when he went to the city on invitation 
of the Travelers’ Club. composed of 
Travelers men in the city. Henry Tank, 
assistant manager of the life and acci- 
dent department, is president of the 
club. President Butler spoke at a 
luncheon at the Drake Hctel, the Trav- 
elers men being conveyed there by 
motor buses. He was accompanied by 
Assistant Superintendent of Agents H: 
H. Armstrong. Manager W. H. Kolb 
of the life department introduced Mr. 














Butler. The latter spoke of the growth 
of the Travelers in Chicago and con- 
gtatulated the men on what had been 
accomplished. He continued on his trip 
through the west accompanied by 
Vice-President L, E. Zacher, the two 
men getting in touch with some of the 
company’s loan agencies. ’ 


The International Life field men are 
planning to write $1,000,000 in business 


on May 18 in honor of the birthday 


of L. F. Grantges, popular secretary 


aside as Grantges Month, but extra 
licks will be put in to make May 18 the 
Sreatest day in the history of the com- | 
pany, 


L. L. Turley of Illinois wrote 18 
applications totaling $40,500 for the 
Standard Life of St. Louis the last four 
“ays of April. And all were written 
among the farmers of Illinois, indicat- 
ng that the agriculturists are not too 
‘Usy to stop to put their name on the 
dotted line. G. H. Dale of Oklahoma 
has written $186,000 in applied-for for 
the Standard Life since Feb, 17. He 


'S setting the pace for all the Standard 
lustlers, 


tout’ Equitable Life of New York 
‘00k official cognizance of the 25th | 
anniversary of Herman Moss of Cleve- | 
pore general agent, who rounded 
snes — of service with the com- 
Sears 7 Started in 1898 as special 
+ rhe last 18 years he has been 
the ol agent. The celebration took 
tended * hey a business conference at- 
Second Vi Se ‘9 agents in his office. 
From ice-President Frank H. Davis 

the home office, General Agent 


| 
| 
| 
| 
| 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 





oO. C. L. BUILDING 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


“THE OLD COLONY LIFE ____ ADA 
INSURANCE COMPANY Sr 
Old Fed- | IMlinois 


of CHICAGO, ILL.” 


Exchange 
The Company has its Home Office in its own building eT E:|* | True Co. 
at 166 W. Jackson Blvd. running through to Quincy and JACKSON BOUL. _ 
Wells Street, right in the heart of Chicago’s Financial snes i 
district. come] | 2 | | 
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STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 

















MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Olid Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service te the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued te be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments j 


A few good openings for good live producers im Illincis. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, See. 
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MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPAN 


OF SPRINGFIELD, MASSACHUSETTS * 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
synonymous in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the Company's history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies. 








Nearly 1 34 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets .........----$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force. .... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











1867 EQUITABLE LIFE ¥923 


INSURANCE COMPANY 


OF IOWA 


A Co f Stability and Progress, 
” «1 and Liberality 
Admitted Assets Insurance in Force 
i ss. So iws nada oan $12,431,725.00 $ 67,326,327.00 
a: cccckasehenewal 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 








Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
‘ the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 

E. L. BLACK, State Manager, 

Wheatley, Arkansas. 

J. R. RAILEY, Manager, 

Southwestern Department, 
1951-52 Railway Exchange Bidg., 401 Dallas County State Bank Bldg., 

Saint Louis, Mo. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 


H. S. BRIDGEWATER, Manager, 
Central Department, 


Edward A. Woods of Pittsburgh and 
Agency Manager Frank L. Jones of 
Indianapolis were present as_ special 
guests. There was a banquet in the 
evening. The agency organization pre- 
sented Mr. Moss with a silver vase, 
handsomely engraved. During the first 
20 days of the month over a $1,000,000 
of insurance was written in his honor. 


Vice-President Winslow Russell of 





the Phoenix Mutual has been in Can- 
ton, O., attending a meeting of the 
Society of Sales Executives. This is an 
organization composed of sales man- 
agers representing every kind of busi- 
ness from automobiles and their various 
parts to life insurance, banking, real 
estate, etc. Assistant Agency Manager 
Carl A. Secoy and Medical Director 
Robert L. Rowley are on a business 
trip to the Pacific Coast. 











LIFE AGENCY CHANGES 
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GET SPRINGFIELD TERRITORY 





Atwood & Colby Secure the Provident 
Mutual Life in Central Illinois 
Succeeding H. D. Leslie 





Atwood & Colby have been appointed 
general agents of teh Provident Mutual 
Life at Springfield, Ill. They succeed 
Harold D. Leslie. Charles A. Atwood 
is a graduate of the University of IIli- 
nois. In July, 1919, he began as an 
agent of the Provident. Harold A. 
Colby was formerly on the road for the 
Acme Cracker Company of Chicago. He 
formed a partnership with B, A. Million 
of Decatur, Ill, and became district 
agent for the Northwestern Mutual Life. 
The partnership with Mr. Million was 
dissolved July of last year, Mr. Million 
going to Louisville to become field su- 
perintendent of the C. D. Rodman 
Agency. Mr, Colby connected with the 
Provident January of this year. Mr. 
Leslie resigned to associate himself with 
Matthew Walker, formerly manager of 
the insurance department of the Provi- 
dent Mutual who has become general 
agent of the Northwestern National Life 
in southern California. 





Liberty Life Appointments 


The Liberty Life of Topeka has ap- 
pointed C. A, Baird field superintendent 
for Kansas. W. Z. Coy has been made 
state manager for Arkansas. Charles 
T. Haist has been made superintendent 
of agents for Arkansas with headquar- 
ters in Little Rock. 


Charles S. Way 


Charles S. Way has joined the Rueby 
& Singleton agency of the Minnesota 
Mutual at Indianapolis. Mr. Way is a 
former business man of Columbus, and 
has been secretary of a large manu- 
facturing concern in that place for many 
years. The Indianapolis agency will 
now be known as Rueby-Singleton & 
Way, Inc., 





J. J. Overend 


J. J. Overend has been transferred 
from the home office of the Great West 
Life of Winnipeg to the Chicago office, 
which has recently opened under the 
management of T. Milton Taylor, to as- 
sist Mr. Taylor in developing the IIli- 
nois territory. Mr. Overend has been 
with the company 11 years, recently 
connected with the accounting and col- 
lecting department. Prior to joining 
the Great West, he was in the banking 
business for two years and then was 
cashier for the Metropolitan Life in 
several Canadian and American cities. 


D. C. Heyward 


Duncan C. Heyward, ex-governor of 
South Carolina from 1903-1907, is the 
most recent acquisition of the Fidelity 
Mutual field forces, Governor Heyward 
having joined Carroll H. Jones, man- 
ager for the Fidelity Mutual in South 
Carolina. ‘ 








H. B. Freeman 


The Fidelity Mutual Life announces 
the appointment of Harold B. Freeman 
as manager for the state of Rhode 
Island, with headquarters at Providence. 
Another New England appointmment is 
that of Charles P. Wilbur as manager 
for eastern Connecticut, with head- 














quarters at Hartford. 





WINTERBLE SUCCEEDS HOGAN 





Becomes the Agency Manager of the | 
Bankers’ Life of Iowa in South- a 
western Wisconsin 





John W. Hogan, for many years man- 
ager of the Bankers Life of Iowa in 
Minnesota and Wisconsin, has resigned 
as agency manager for southwestern 
Wisconsin. W. F. Winterble, formerly 
district agent in Mr. Hogan’s organiza- 
tion, succeeds him. Mr. Hogan is re- 
signing on account of ill health. He has 
been afflicted with rheumatism and finds 
it necessary to spend the winters in the 


3 


south. Mr. Winterble comes from Rich- f * S$ 
land Center, Wis. He began his career t 
in his home town at Primghar, Ia, = 
where he started with his father, C. H. F no7 
Winterble, who was connected with the 
Bankers Life. Mr. Winterble is tempo- V; 
ice- 


rarily directing the affairs of his agency 
from La Crosse, Wis., which will later T 
move to Madison to be permanently lo- 
cated. 

















M. M. Ames a... 
M. M. Ames, of Stevens Point, Wis. a 
has joined F. R. Springer as general § that 1 
agent of the New York Life of She- § Texa. 
boygan, Wis. Mr. Springer and Mr. §} pany 
Ames will cover the eastern part of ff of th 
the state, making Sheboygan their head- ff pany. 
quarters. Mr. Ames has been promi- § Metro 
nent in local business affairs in Stevens fF to len 
Point, Wis., and Mr. Springer has been fF erty j; 
with the New York Life for. 20 years, Mr. 
being one of the leading producers in ff than ; 
Wisconsin. Mr. Springer has _ been fF could 
operating the Sheboygan agency alone.) He de 
a 5 does 1 
Shows Sales Distribution Pear | 
Some interesting figures on the dis- — 
tribution of life insurance sales, drawn A bat " 
up by the actuarial department of the look si 
Illinois Life, have been given out by — 
Vice-President R. W. Stevens. The len all, 
figures cover the production for the Te 
year 1922 and show that of the total jy.“ 
new insurance issued, 49.7 percent was Dall tl 
on some form of ordinary life, 26.3 pet [9 4... ms 
cent on 20-pay life, 6.9 percent on 20- Me 
pay endowment, 4.9 percent on miscel- of | a 
laneous endowment, 2.4 percent on et a a. 
dowment at 65, 1.6 percent on endow- iain 
ment at 65 continued as premiums ane the 
5 percent on 10 and 15-pay life. Term the a 
insurance totaled 7.7 percent; 93.7 pe cted : 
cent of the new business was written My on 
pages 17 to 49 inclusive, ages 20 to “MBps 
showing the highest percentage, */@), of a : 
and ages 30 to 39, the next highest per Written 
centage, 33. 

Atlantic Life’s Birthday Drive Ohi 

The Atlantic Life of Richmond 8@ The 
celebrating its 24th birthday anniversaY handed 
with a special drive for business daring the sta 
May. The agents were urged to make compute 
an extra spurt May 10 in honor o! the leritanc 
20th anniversary of President Edmun¢ Other y 
Strudwick’s connection with the co™ Pelled ¢ 
pany. Much of the success achieve bs _ Pai 
the company is attributed to his leve MlOse a I, 
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head and business acumen. 
lantic Life now has approximately 







000,000 of business in force. It hope ance to 

to cross the $100,000,000 line by the ¢ 

of the year n Luciu 
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State Life’s Convention 
n of the Stat? 
eld at Colora@ 





The agency conventio 
Life of Indiana will be h 
Springs, June 11-13. 
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Can- 
the “ 2 
isan DO YOUR BEST” MONTH 
man- 
busi- a : 
arious HE SECURITY LIFE of Chicago a part of them. Instead of using 
real has inaugurated a “Do Your Best” - percent, 25 percent vay percent 
, month. aa c of your resources, use ) percent, 
nager ial This is a new one so far as Go at your job whole-heartedly 
rector | Special months are concerned. How- and keen at it whole-hes . 
. s ie >e ~ eep at it whole-heartedly. 
siness | ¢VeT, it is a good one and Vice-President | 5, work. 
S. W. Goss of the company has given Not merely as you have been work- 
seven primary rules to follow during ing. You must work as you have 
——] |} the month if an agent expects to arrive not been working. You must work 
at his destination. Here are the rules: mare hours aud you mast put more 
driving power behind your work. 
| 1. Do a lot of thinking. You must work when the weather 
On business getting plans for the is fair and must work when it 
————e month. rains 
On individual cases, Keep going strong 
1GAN The little things count and the man Make after supper calls. 
who thinks and thinks will see all Do not knock off at three in the 
of the the fine points in a case. afternoon. 
the 2 Put your goal for the month above Instead of three hours a day, work 
your average production. eight or ten, and sometimes four- 
If a man really does his best, he will teen. 
write more business. Hence, must | 6. Watch your health. 
push up his mark at the start. Be careful what you eat—and don’t 
s man- Besides a high aim is one of the eat too much. Relax at intervals 
ywa in things that will help a man to do —and rest your nerves. Give some 
signed his best. time to play every day. Get plenty 
vestern 3. Have a daily system, of sleep. 
ounerty This is necessary to enable you to But when you are at work put every 
ahs use every hour with telling effect. resource you have into your effort. 
ganiza- If a man is to do his best, he must | 7. Slam down that desk and get out of 
. iS re- not only use every hour, he must the office—and stay out. 
He has organize himself so that he can Action—Action—Action—Intense ac- 
id finds make every hour tell for the larg- tion—Intelligent action. Insistent, 
; in the est results. determined action is the thing that 
n Rich- & 4. Stir Yourself Up. will count. 
caren Use all of your abilities instead of Start—and keep going. 
J 
ar, Ia., =—— — == 
my z NOT TO REENTER TEXAS NOW !MUTUAL LIFE AGENTS MEET 
vith { 
tempo- Ff .. - . —e . 
agency [I Vice-President Cox Denies Reports | Virginia Field Club of New York Com- 
ill later |} That Metropolitan Plans Early pany Had Session at Richmond 
ntly lo- fF Return to That State | Last Week 
} 
DALLAS, TEX., May 15—Emphatic J. S. Efford, district manager at Farn-, 
wis. I denial was made by Vice-President Rob- | ham, was elected president of the Vir- 
» ~ : = Lynn Cox of the persistent rumor | ginia Field Club of the Mutual Life of 
eer Ghe- Tos the mp oe may Life will reenter New York at the annual meeting in 
ben oh Fem vith ae Cox, in com- | Richmond May 11. Other officers were 
ran ae with Prank S, Dashore, Manager | chosen as follows: R. B. Augustine, 
part of § of the farm loan division of the com- | Richmond Henry W. Payne, Clifton 
eir head- §} pany, was in Dallas this week. The | Recent. Pieces Chsistionshur H 
1 promi- f} Metropolitan has been granted license | E oh "Sestem wien: wate corey B. 
. Stevens fF to lend money on farms and city prop- Pia Aegon Ey ? pe ath tag ty 
has been IM erty in Texas ; Hutcheson, Roanoke, secretary-treas- 
20 years, Mr. Cox said the company has more oe Le ty Sed a — 4 
jucers in [§ than $3,500,000 in Texas securities and ; ™¢™bership in the club in the year end- 
as been f) could qualify under the Robertson law. | "8 May 1. Three of the number ex- 
cy alone. f) He declared, however, that the company ceeded the quarter million mark and 
does not plan to reenter Texas in the thus qualified for the $250,000 Club, 
on near future. He did not discuss the whose convention is to be held this year 
aon ultimate expectations of his company |!" Montreal. These were R. B. Augus- 
by ptm with reference to coming back to Texas, | tine. Richmond: J. B. Hutcheson, Roa- 
> he | but said the conditions in the state | "ke, and W. O. Bristow, Franklin. 
nt of : looked very bright. In honor of Virginia Manager S. B. 
A hee’ ; _ Dallas insurance men have been Idok- | Love, it was agreed to stage a drive for 
ns. - the ine for the Metropolitan to come back | $590,000 in applications the week of June 
he total to Texas for some time. They still be- | 4-11. . 
oe _ lieve the company will return and that A feature of the convention was an 
com ver-{4 Dallas will be state headquarters for | address by Dr. St. George T. Grinnan, 
26.3 on" the company in the state. medical referee, who showed how life 
nt pe Be Mr. Cox in referring to the amount | underwriters could contribute to the 
o n el of business written by the Metropolitan | longevity of people in their communi- 
pais dow: S2'd the number of policies and the fi- | ties by promulgating information among 
n v and{g '2ncial value, as compared with 1920, | Prospects as to preservation of health. 
- Term fl the banner year, was higher than for 
‘one per I the same period of that year. He pre- : aes. 
ian a dicted a bumper business for the insur- Little New Legislation 
: a = 2 : -_ . . 
a0 to 2 oo pene this year and said the Now that the great majority of the 
tage, SA or ne, BEE OO the books now | state legislatures have adjourned for the 
ghest pet*| whee Dae ee nares than that | year, life underwriters are relieved over 
in the peak of 1920. the lack of attention paid their par- 
é ticular interests. Such new _ legislation 
Drive Ohio Inheritance Tax Decision as hes been adopted or er gene ~ ge i 
: : : i ast season related mainly to 
-hmond 38 The supreme court of Ohio has ym . 4 past 1 . : nS 
ae eesartmahanded dow - re and casualty companies, not a few 
nniversat} own a ruling to the effect that : * 3 
daring the state inhevitenee tear Ae of the measures being of a vicious char- 
4S to makel™Computed until - a pe ame € | acter. Fortunately they failed of enact- 
~ ¢ the Mheritance t: 4 € federal im- | ment in the main, the insurance men 
nor of ce tax has been deducted. In hei bl . t th isd 
sdmund Mother words eing able to point ou e unwisdom 
it Edm S, an estate can not be com- : : Cc Itv 
oft- Bpelled to : of their adoption. asualty wunder- 
the com ‘oO pay state taxes on the federal | ,_; : ty 1 
hieved bs tax paid. As a res It. th ‘tt writers are continual y upon the alert to 
erhis lev Mmlose a large sum of money _—— fag | Ward off monopolistic workmens com- 
O The AMES of n “3 money. ihe ruling | pensation bills, and the hardest battles 
The luch interest to life insurance : 
ly men who have b ; . are along these lines. 
nately ance t ave been urging more insur- 
I € to cover inheritance tax. 
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S insurance department, heads a 
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People’s Life New Official 
A. C. Louette has been appointed 
manager of agencies of the Peoples Life 
of Frankfort, Ind. He succeeds W. A. 
Irwin, who had the title of superin- 





tendent of agents. 














movies declare that the producers 
are hard-fetched for scenarios; that 
they make much of modern indi- 


viduals with little on their body and less 
in their heads; that the big high spots in 
history are being passed up for the frivolous 
jazzing of today, and that they can only 
hope for ultimate prosperity by coupling 
what has happened with what is happen- 
ing. Be this with or without merit it is 
suggested that the reading of Plutarch will 
furnish a few first class plots. The Life 
of Ceasar will talk all the vamping any 
producer wants to hear; that of Lucullus 
will provide banquet scenes galore; that of 
Lycurgus will offer about everything there 
is to offer in the way of athletics; that of 
Themistocles makes the ordinary movie 
warfare tame, and that of Pelopidas makes 
of assassination a beautiful and perfect art. 
The reading of the last Life is particularly 
commended, not for what it has to say 
about Pelopidas for it is hard to enthuse 
over him, but for what it has to relate of 
Alexander, the Phareon monarch. It may 
be that murder has been more graphically 
portrayed by the Hollywood generals but 
never so completely, painstakingly, accur- 
ately and exactly has a man been killed 
off as Alexander was. It comes at the very 
finish of the Life of Pelopidas. And if you 
lead up to it, as any student of Plutarch 
should, you will think more about life in- 
surance than you ever have before. Such 
a bit of wisdom as this from the eminent 
Cato will be observed—“Man may value 
life at little but others at more.’’ Or this 
by Callicratidas, ““Sparta may not miss one 
man but loved ones will.’’ These are but 
a couple culled at random, yet they tell 
a real life insurance story. Remember the 
ancient wise men told you, and civilization 
has been repeating it since—there are 
others beside yourself to think about. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 




















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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Incorporated 1871 


Life Insurance Company of Virginia 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 

Condition on December 31, 1922: 


RE ccidsincties écbbnsedeaes becwtweubake piigaiee eens ....$ 32,633,933.05 
Liabilities ......... 00665-0655 0eends obpedereses acovcesscccece SEES 
Capital and Surplus............... sale. eine siti diakin- eds oie 
Insurance in Force ............. Agee EA i ots ch saccade 
IR ion sn chnhvhscdbtusbiensoeeestouves 2,331,155.50 
Total Payments to Policyholders since Organization .......... . 30,051,860.92 


JOHN G. WALKER, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "*pej;,2s** Pittsburgh, Pa, 








TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 














Insurance Issued in 1922....... re for oe eeetes $ 39,898,050 
in in Insurance in Force... .. ee ee cede +462,805 
Insurance in Force 12-31-22..( “ “ “ )...... ,685,100 
Si iitsihenciineebialieadbeibbiameseineecnint4sens 6,828,345 
Increase in Assets..................++ Gekecssevetounce 2,214,850 
ine tacnninceiuannendinedesannts 31, 


Low Net Cost Masonic Service 
A Satisfied Field Force 





Acacia Mutual Life Association 


PROTECTION FOR MASTER MASONS 


William Montgomery, Pres. Homer Building, Washington, D. C. 

















OF DES MOINES, IOWA. 


standard of Life Insurance P. Every 


all forms ‘olicies. md 
protected by Deposit of Full Legal Reserve with the State of lowa. 








“SAFE AS A GOVERNMENT BOND” 


Slate LATEST POLICIES AND AGENCY CONTRACT 
Openings OHIO, IND. KY., MICH. and W. VA. Write Columbus 





The OHIO STATE LIFE 


LIFE, HEALTH. ACCIDENT ~“° MONTHLY INCOME INSURANCE. 
FOR FACTS 





| NEWS OF LIFE. POLICIES | 
"New Policies, Premium Rates, Dividends, Surrender | 
Values and all Changes in Policy Literature, Rate 








Books, etc. the “Unique Manual- 
Digest,” publi annually in May at $3.50 and the 
“Little Gem” published annually in April at $2.00. 














Business Men’s Assurance 


The Business Men’s Assurance of Kan- 
sas City, Mo., has made several important 
changes in its life manual, including 
changes in the limits of insurance issued 
under the various classifications, changes 
in the rules with reference to examina- 
tion of applicants and the lowering of 
the minimum age limit from 15 to 10. 
An endowment at 65 and an endowment 
at 70 were added to the endowment 
forms. Cash values are now shown at 
maturity under all life policies paid up 
at 60, 65 or 70. The 20 payment life, 
guaranteed increasing insurance policy 
has been changed to the 20 payment life, 
accumulative. The form of term policies 
issued has been extended and the rates 
decreased as compared with those pre- 
viously in effect. The company has also 
added two new accident forms, an accu- 
mulative special and a guaranteed re- 
newable policy. 


Lamar Life 

The Lamar Life of Jackson, Miss., has 
revised its military and naval service 
clause, removing the restrictions. It 
reads as follows: 

“This policy is free from restrictions 
as to military or naval service in time 
of peace or in time of war, except as 
to total and permanent disability bene- 
fits, if anv shall be set forth in a clause 
herein providing for such benefits; and 
except as to provisions for double in- 
demnity or accidental total loss benefits, 
if any, contained in the rider for such 
benefits and attached hereto. 

“This policy is also free from restric- 
.tions as to residence or travel (except 
by aeronautic or submarine agencies). 
If the insured shall die within two years 
from date of issue of this policy while 
participating or as a result of participa- 
tion in any submarine or aeronautic ex- 
pedition or activity, either as a passenger 
or otherwise, the liability of the company 
under this policy shall be limited to the 
cash premium paid hereon and no more.” 


Northwestern Mutual Life 
The Northwestern Mutual Life 5-year 
term rates as shown in the Little Gem 
are stated as being convertible within 
four years, whereas it should be stated 
“convertible within five years or for the 
entire period. 


April Was Big Month 


During April the Phoenix Mutual not 
only wrote a larger amount of insur- 
ance than in any month since May, 
1921, but a larger amount was paid for, 
and up to date in May the issues are 
well ahead of the same time last year. 

The increased number of purposes for 
which life insurance is now taken 
doubtless accounts in some measure for 
the increasing amount written. A com- 
paratively short time ago life insurance 
was taken out in small policies payable 
in a lump sum at death or as an endow- 
ment, but with the advent of the income 
features as well as with the increasing 
taxes, the public is becoming educated 
to the fact that life insurance furnishes 
a sure way of providing for the former 
and quickly available funds for the lat- 
ter. As a result, more people are in- 
suring and insuring for larger amounts. 


Provident Mutualization Strengthened 


John Way last week resigned as vice- 
president of the Provident Trust Com- 
pany of Philadelphia, in order to devote 
his full attention to the Provident 


dent, thus following the lead of Asa S. 
Wing, president of the life company. 
who recently resigned as president of 
the trust company. Mr. Way’s resigna- 
tion became effective last week with the 
election of two vice-presidents of the 
trust company. This action is virtually 
the final step in mutualization of the old 
Provident Life and Trust, which went 





into effect last Dec. 29. 


Mutual Life, of which he is vice-presi-: 


¥ NEWS OF COMPANIES 














Lincoln National—The new business of 
the Lincoln National Life for the first 
four months of 1923 is 75 percent ahead 
of last year. The completed applications 
for March and April were the largest in 
the history of the company, being in ex- 
cess of $18,000,000. During April the 
paid-for business was the greatest in 
the history of the company and the gain 
of insurance in force was greater than 
in any previous month, being in excess 
of $7,000,000, so that the insuranc ow 
in force is over $252,000,000 on a paid-for 
basis, a gain of $18,000,000 for the year 
as compared with $11,000,000 during the 
same period of 1922. 


* * * 
Fidelity Mutual Life.—New paid-for 
business continues to show healthy 


growth, April’s figures being $6,250,000, 
which is much better than the business 
of April, 1922. Sixteen agencies exceeded 
their allotment last month. Fort Dodge, 
Iowa, scored 225 percent; Seattle, 190, 
and Chicago, 181.7. The leading indi- 
vidual producer for the month was W. 
J. Arnette of Chicago. Major R. S. Day 
of Chicago, who was first two months 
ago, ran fourth in April. There were 
no head office agency producer among 
the first eight, and only four among the 
first 50. 


Insurance Commissioners’ Meeting 


The executive committee of the Na- 
tional Convention of Insurance Com- 
missioners has fixed on Aug. 21-24 as 
the date of the annual meeting to be 
held at the Radisson Hotel in Min- 
neapolis. For those who go from the 
east, Secretafy Joseph Button of the 
convention has arranged a trip through 
the Great Lakes from Buffalo to 
Duluth, leaving Buffalo Aug. 14 and 
arriving at Duluth Aug. 18. The ex- 
ecutive committee will meet next month 
to arrange a program for the meeting. 


Launch Quarter Million Club 


The Standard Life of St. Louis has 
launched a Quarter Million Club, the 
year to close Feb. 17,. 1924, just prior 
to the next annual convention which 
will be held in St. Louis. To qualify 
for membership a Standard agent must 
produce and pay for $250,000 of busi- 
ness during the club year. Agents who 
qualify for the club will be permitted 
to take their wives to the next conven- 
tion, the company to pay all expenses. 
The Standard has also started a 
Pacemakers Club, officers of which will 
be elected each month. The salesman 
furnishing the largest volume of ap- 
plied-for will be president for the fol- 
lowing month; second, vice-president; 
third, secretary, and the next high nine 
members of the board of directors. 


Shannon Joins Independent 


NASHVILLE, TENN., May 15.- 
Eugene S. Shannon, for the past three 
years secretary-manager of the Ft. 
Worth, Texas, Chamber of Commerce, 
has resigned that position to becomt 
agency director of the Independent Life 
of this city. He will have charge @ 
the extension of the company’s work i 
all southern states, and has already a*f 
sumed his new duties. ; 

Having served as postmaster at Nash 
ville during the administration of Pres 
dent Wilson and as president of t 
national postmaster’s association, also a 
secretary-manager of both the Nashville 
and Ft. Worth commercial bodies, Mr. 
Shannon is widely known throughott 
the country. 


Work on Niagara Liquidation | 


In considering the case of Georg 
Brown and others against the Niagat 
Life of Buffalo, the court holds whil 
the entire liquidation of the compat! 
was placed in the hands of the super'™ 
tendent of insurance of New York thert 
is no valid reason why claimants ™ 
other states should not present the 
claims to the liquidator in this stat 
“Where all the rights and liabilities ° 
the company may be worked out bs 
the official machinery provided by ™ 
law of New York.” 
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RESEARCH BUREAU IS 
DOING NOTABLE WORK 


Accomplishes Great Results for 
Agency Executives in Life 
Insurance Business 


CENTER ON MANAGEMENT 


Topic of “Managing An Agency” Is 
One to Which Especial Attention 
Is Directed This Year 


NEW YORK, May 15.—The Life In- 
surance Sales Research Bureau, which 
has recently established a New York 
ofice, is accomplishing a great deal for 
the agency executives of the life insurance 
business. Information being gathered by 
the bureau has been divided up into four 
classes—the work of general agent or 
manager, a monthly sales survey by states 
and provinces, surveys of agency depart- 
ment practice and aids in_ recruiting 
agents. The principal work in 1923 will 
be the gathering and compilation of in- 
formation regarding the management of 
agencies, and how the general agent or 
manager accomplishes his success. <A 
managers’ manual will be published, con- 
taining all the information obtained. 


Two Sources of Growth 


The Bureau has grown from two 
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sources, being a union between practical 
business experience and scientific means of 
investigation. The former element was 
ontributed by the Association of Life 
gency Officers, and the latter was given 
by the research organizations of the Car- 
hegie Institute of Technology. Offices 
rere opened early in 1922 at Pittsburgh 
pnd on Jan. 1, 1923, headquarters were 
ansferred to New York. Part of the 
brganization is still located in Pittsburgh, 
rhere the facilities for research work ame 
better. 
The Bureau undertakes to solve agency 
problems by acting as a clearing house 
or its members. It now has a member- 
hip of 57 companies, and is receiving in- 
ormation from many more. Production 
gures given eut recently represent ap- 
roximately 80 percent of the business 
ritten in the United States, and 85 per- 
ent of that written in Canada. The 
inces in New York have been located at 
0 East 42nd street, across the street from 
e Grand Central Station, where it is 
Dnvenient for all life insurance execu- 
ves passing through New York to call. 

great deal of material is secured on 
hese visits, and information is given to 
¢ man who calls if he desires it. Re- 
iits thus secured from inquiries and 
lestionnaires are sent to the members of 

bureau, and to their general agents. 


Centering on “Managing an Agency” 


The big work for 1923 is gathering ma- 
mal on “Managing an Agency.” The 
incipal source of this information is 
rough personal visits by general staff 
Ts to general agents of the com- 
A very detailed questionnaire is 
Hed out, and many hours are taken to 
ain the information from a single gen- 


ies, 


eye View of the Job.” It gives merely 
the framework of agency management. 
The bureau will later issue a manual on 
“Managing an Agency,” and all the work 
of the year will be toward perfecting this 
manual. It will describe the methods used 
in the different agencies in performing 
all the duties described in a chart recently 
issued. 

The monthly sales survey by states and 
provinces is of great value to agency 
managers so they can check up on various 
agencies, and see if they are keeping up 
with the general increase. Surveys of 
agency department practices are of course 
valuable to a company. Aids in recruit- 
ing agents are equally so. 

The results of the bureau are issued to 





members through general reports; each 
covering investigations on one subject; 
special reports prepared on subjects given 
by the companies; consultation with in- 
dividual company officers; general con- 
ferences held annually to discuss bureau 
results and agency methods; addresses 
and company conventions by members of 
the general staff; bulletins about specific 
subjects, such as latest statistics on life 
insurance sales, and correspondence of in- 
dividual companies. 

Information is sent out carefully charted 
and illustrated by use of shaded maps, etc. 


Commissioners Draw Up Blanks 


NEW YORK, May 15.—The com- 
mittee on blanks of the National Con- 


vention of Insurance Commissioners, 
which has been in session in this city 
for the past few days, plans concluding 
its labors tomorrow. A number of 
changes in the reporting forms of the 
different classes of companies has been 
determined upon, and these will be set 
forth in an advisory pamphlet shortly 
to be issued. 


Philip St. George Cooke, auditor of the 
Life Insurance Company of Virginia, was 
a pallbearer at the funeral of his aunt, 
Mrs. Flora Cooke Stuart, widow of Gen. 
J. E. B. Stuart, famous Confederate 
cavalry leader, at Richmond last week. 
Another pallbearer was Austin Brocken- 
brough, agent at Richmond for the Mu- 
tual Life of New York, who married a 
niece of Mrs. Stuart. 














Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 
IOWA 














Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 


Safe Investments 


LIFE 


Milwaukee 


49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 


ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 


THE NORTHWESTERN MUTUAL 


oiers 





COMPANY 


Low Net Cost 


INSURANCE 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 


Wisconsin 








Bl agent. These ideas will be pooled 
d plans that work will be ready at hand 
7,."Y general agent or agency manager. 
he first bulletin on “Managing an 
Bency «5 recently issued under the 
rd of “Duties of General Agent or Man- 
t. _ This is subdivided into: Duties 
Barding new agents, regarding experi- 
ed .2gents, regarding district agents, 
karding the home office, regarding 
<vholders, regarding personal efficiency, 
*t ing office organization, regarding 
or The bulletin is issued in the 
. of a chart, and is outlined very care- 
¥, so that the material is easy to get 


he first bulletin is entitled, “A Birds- 





N. P. HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 


the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING. MICHIGAN 


C. H. BRAMBLE, Secy. and Treas. 


They have that opportunity of selling 


I. D. WALLINGTON, Supt. of Agents 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 


Its Home Office now 
occupies the entire 
twenty-first floor of 
the beautiful new 
Chicago Temple 
Building. 


New Home Office Address: 
THE CHICAGO TEMPLE 


Clark and Washington 
CHICAGO ILLINOIS 






































Selecting the Best 
Is Worth the Trouble 


The Little Gem Life Chart 


Make sure that the book which you are now 
using is as complete as the “Little 
Gem” at the same price 


CHECK UP ON THESE ITEMS: 





Little Gem 
1.—Number of companies for all information...........--+++- a. . @ecatane 
2.—Number of companies for 5-year financial and insurance record 2500 si. . ss ss es 
3.—Real Leather flexible cover .........0s0cceceeececeeneee ara ae 
4.—Date issued each year.........+0--0+: seeciuaaseabanns an + 6 .gamweses 


5.—Premium Rates. 
In the Little Gem at least 9 columns for all companies, as high 
as 57 forms for one company, also premiums on special forms. 


eeeeeeee 


&—Dividends and Net Cost year by year 1923 scale, 15 years, 
ages 25, 30, 35 40, 45, 50, 55, 60 on Ordinary, 20 Pay Life and 


cdr acnececidsbaucensabecscehsee segues TOG scncsene 
9.—Dividends (1923 scale) on 5 Pay Life and 10and 15 Year 

Endowment..........-- ene énGhiadducgits Hheveseusta Yes, 10 years ........ 
10.—Dividends on Term Policies............0+++00+ Kittie ire oP) <ausexee 
11.—Dividends on Paid-up policies. .......-.+0eeeeeeeeeceeee —”  Mepse-os 


12.-—Net costs derived from bboth present scale and actual histories 
on Life, 20 Pay, 20 Year Endowment, 5,-10 and 15 year totals, 


with and without cash values deducted... .........+++00+: Yes, G years ,....... 
13.—Disability and Double Indemnity Rates............++++++ iinet “ 
DiI. occ s cs ccccccccccscceces a li en Yes iaiweat 
15.—Cash Values up to 20th on Ordinary and 20 Pay Life and 20 

Pay Life and 20 Year Endowments. ............+++ ane © | Waewsesme 
16.—Financial and Insurance Record... .........--eee0e005 ee eee 

25 Items, 250 
COINS, 6 occ ccccccccccccccvesccctcsoccscocdse a ee 
, Published by 


The National Underwriter Co. 


420 East Fourth St., Cincinnati, O. 


DISCUSS PERMANENT AND TOTAL DISABILITY 





There seems to be some difference of 
opinion as to whether there is any mis- 
understanding or misrepresentation on 
the part of life insurance men of the 
permanent and total disability clause. 
Accident and health companies report 
that they have not felt the competition 
of the permanent disability clause to 
any great extent. They say that they 
are selling a different article and it is 
not hard to show a man that the pro- 
tection offered in a good disability 
policy is a different thing than the per- 
manent and total disability. 

There is no doubt, in the opinion of 
most, that there has been some mis- 
understanding on the part of the public 
of the permanent and total disability 
clause. It is not believed that the life 
insurance agents purposely misrepre- 
sent this clause. But there are so many 
different provisions being included in 
the policies of life companies today that 
it is not surprising if the public be- 
comes confused and thinks some of 
them more liberal than they are. 


May Stiffen Up on Claims 


Claim dissatisfaction has not become 
noticeable so far because many of the 
companies have been extremely liberal 
in their interpretation of these pro- 
visions. It is the opinion of a good 
many authorities that in later years the 
life companies will stiffen up on pay- 
ment and total disability claims. As 
soon as they have paid enough of these 
to hurt, they will begin figuring up 
their loss ratios and will pay just 
exactly what the policy provides and 
no more. 

A Chicago broker who writes a good 
deal of life insurance, placing it in many 
different companies says that one fear 
that he has for the clause is that he 
cannot always sell it if he explains it 
carefully. If he goes into the details of 





the disability clause on a big policy, 
the insured does not care to increase 
his premium to buy such limited pro- 
tection. There is always a possibility 
that something serious in the way of a 
disability will happen to such a policy- 
holder and the broker feels that the 
policyholder will then complain because 
he has not insisted on the inclusion of 
this clause. This is particularly true 
when it places it in a company where 
it is necessary to strike out these pro- 
visions in order to have the policy 
written without the disability clause. 


Dobbs Writes $3,000,000 Policy 


The $3,000,000 of life insurance writ- 
ten in the life of Floyd L. Carlisle of 
New York was written by H. J. Dobbs 
agent of the Massachusetts Mutual at 
Watertown, N. Y. It is understood on 
good authority that $2,000,000 of this 
amount has already been written and 
placed and the agent is now endeavor- 
ing to increase the amount to $3,000,000, 
Mr. Carlisle is active head of F. L. 
Carlisle & Company, Inc., 49 Wall St, 
and president of the Stregis Paper Com: 
pany. 

The demand for the insurance was 
originated by the Stregis Paper Com- 
pany which will cover him for $1,000,- 
000. The investment company will ac- 
count for $500,000 and another $500,000 
will be personal life insurance. There 
are other interested parties and it is ex- 
pected that the ultimate sum will be 
in the neighborhood of $3,000,000. 


A. M. Hopkins, manager of agencies 
of the Philadelphia Life, is spending a 
couple of weeks in Virginia in the work 
of organizing agencies. Before return- 
ing to Philadelphia he will take a swing 
around to Minnesota, Michigan and 
several other mid-western states. 
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Fourth Anniversary 


E 
LIBERTY LIFE 
INSURANCE COMPANY 


OF KANSAS 
Liberty Life Building 


The History of The Liberty Life Is a Record of Promises Kept 


As Is Evidenced By the Following Statement: 


Topeka, Kansas 
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Assets 
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$888,242.27 
. $1,038,314.56 


Insurance In Force 


$10,305,000.00 
",$11,851,500.00 


$12,822,200.00 
. $14, 395,700.00 


Cash Paid to Policyholders and Beneficiaries Since Organization $129,726.25 
Dividends Paid to Policyholders $105,547.04 

From May 6, 1921, t. May 6, 1923, (the. first two full dividend paying years ao the 
Kansas paid $56,406.00 more in dividends to its policy: 
holders than were paid by any other life insurance company during a similar peeest : 
Of the three companies paying the next largest amount in dividends during their firs 
four years, one had a slightly larger amount of insurance in force and t 
companies had practically the same amount of insurance in force as The 
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SHOWS MONTHLY COST 


ASHBROOK FAVORS THAT PLAN 





Agency Secretary of Provident Mutual 
Finds Advantages in Giving Pros- 
pects Such Figures 





PHILADELPHIA, PA., May 14.—W. 
S. Ashbrook, agency secretary of the 
Provident Mutual, is a strong believer 
in the idea of explaining the cost of in- 


surance on a monthly basis. Some 
companies have adopted the plan 
whereby premiums may be paid 


monthly and a great many agents are 
teaching their policyholders to save 
their money by monthly deposits in the 
bank in advance, so that when the 
premiums are due the amount will be 
available. 

Visualizes Outlay 


Mr. Ashbrook believes that such 
plans are all right but that the princi- 
pal value of the idea is in that it visu- 
alizes to the prospect in a more concrete 
way just what outlay he will have to 
make for insurance. He says that peo- 
ple are accustomed to handling their 
affairs on a monthly basis. Most men 
are on a monthly salary and even a 
big business man who is no longer on 
that basis figures his income from 
month to month. When he was young 
he undoubtedly started out on wages 
or monthly salary and he acquired the 
habit of thinking in terms of monthly 
expense for rent, groceries, even cloth- 
ing and certainly savings. 


Thinks of Monthly Income 


Mr. Ashbrook said that a man em- 
ployed by a big financial institution, 
who has worked up to a salary of $1000 
a month or more thinks in terms of 
monthly income in regard to his own 
affairs. He may be handling big deals 
for his customers of his concern, deal- 
ing in thousands of dollars and hundreds 
of thousands of dollars but in his own 
financial affairs he figures out what his 
monthly expense is and how much he 
can save each month. ‘ 

It is therefore plain that if he is to be 
sold a large life insurance policy the 
monthly payment of premiums, or 
rather the visualization of the premium 
on a monthly basis, has a strong appeal. 


Life Notes 


Cuthbert Peat, general agent of the 
Montana Life at Missoula, Mont., has be- 
come a partner in the local agéncy there 
of the Price-Jones Company, conducted 
by T. A. Price and R. R. Jones. 


D. W. Putnam, an attorney connected 
with the Connecticut Mutual Life agency 
at Columbus, ©., was married last week 
to Miss Norma Hopkins. The bride is a 
musician of unusual ability. 


H. E. Ellington of Cameron, Mo., agent 
for the Standard Life, is in the hospital 
at that place. He expects to be out 
shortly and to make up for lost time. 
Nothing very serious. 


Lincoln K. Passmore, who resigned last 
year as first vice-president of the Penn 
Mutual Life after serving the company 
in various capacities for 32 years, was 
re-elected last week as first vice-presi- 
dent of the Philadelphia Bourse. 


wee Clarke & DesPortes agency of the 
innesota Mutual Life at Richmond, Va., 
made a very fine showing in April by 
ee 371 percent of its allotment for 

€ month. This record is especially 
noteworthy because of the fact that this 
agency is only two months old. 


a& B. Stone of Menomonie. Mich., 
Maerict manager for the New England 
sone Life, is once more back after 
om hg ill for several months. Mr. Stone 
Reeheturned from the Mayo Clinic at 
fan ester, Minn., where he was confined 
or several months because of illness. 








WANTED 


An assistant actuary by a small 
Company. Address E-26, care the 
National Underwriter. 


























LIFE INSURANCE 
BY STATES 



































KANSAS 

l 

Issued In Force 
Pacific Mutual Life.. 760,663 4,829,282 
American Mut., Kan.. 3,500 174,000 
Amer. Nat., Tex..Ord. 317,200 558,206 
Amer. Nat., Tex..Ind. 883,522 945,782 
Business Men's Assur. 257,660 504,160 
Central Life, Kan... .1,528,750 8,231,158 
Central State L., Mo. 509,000 1,376,695 
Lafayette Life, Ind... 29,080 392.646 
Great States L., Kan.2,276,435 7,066,526 
Metropolitan L...Ord.5,930,014 27,117,897 
Metropolitan L....Gr. 288,000 571,650 
Metropolitan L...Ind.7,636,085 28,240,797 
Old Colony Life, Ill... 198,942 674,172 
North American, Neb. 581,000 1,909,460 
Victory Life, Kan... .2,219,000 3,618,714 
Union Central, Ohio.1,259,826 12,987,747 


Life Notes 


A. L. Holland, superintendent of the 
Metropolitan Life at Evansville, Ind., 
has been elected president of the Com- 
munity Welfare Inc., in that city. 

The Penn Mutual Life defeated the 
Fidelity Mutual Life last week in base- 
ball on the former’s new athletic leld 
at Highland Park, Phialadelphia, the 
score being 6 to 1. 








WANTED 
Manager at Memphis 


One of the oldest and strongest of the Eastern Life 
Insurance Companies has a General Agency opening at 
Memphis. 


To a successful life insurance man who can measure up 
to the requirements of this opportunity an attractive propo- 
sition will be made. 


If you are qualified to fill this position, you may obtain 
full information by answering this advertisement. It is 
quite possible that the man we are looking for will not see 
this advertisement. If you know a good man who is seek- 
ing a real opportunity, you will be doing him a service 
by showing him this ad. 


Address, E-21 care The National Underwriter. 
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| CO-OPERATION No. 29 


URING their first twelve 
months in the life insurance 
| business our trained salesmen 
| added during recent months have 
produced on an average 15 per cent 
more business than those who 
entered our organization during 
| 1919 before our Home Office Train- 
\ ing School was established. 


—This despite the fact that our 
trained group necessarily spent 
several weeks away from their 
territory and were entcring the 
business during an economic period 
in no way as favorable to the sale 
of life insurance as those banner 
months of 1919 and early 1920. 


Sales training is one form of agency 
co-operation which we offer. 





|. Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
































THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 


@ FOUNDED and SUSTAINED 
by the CONFIDENCE inspired by 
the CHARACTER of what it is and 
has been for 77 years. 


PURELY MUTUAL LIFE INSURANCE 

















4. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 











DAY SHEDS LIGHT ON 
WORK OF COUNSELLORS 


(CONTINUED FROM PAGE 1) 


be greatly hampered and harmed by a 
general investigation and its attendant 
publicity. Mr. Day, however, has 
cleared the atmosphere, and has been 
able to convince the Dailey committee 
that it can satisfy everybody concerned 
by having passed an agent’s qualifica- 
tion law with teeth in it and an anti- 
twisting bill such as outlined. 


Committee Hostile at First 


When Mr. Day began his testimony, 
it was evident that the Dailey committee 
was hostile to him. The prejudice of the 
members was quite obvious. Mr. Day 
was immediately asked what he consid- 
ered would constitute proper legislation 
on twisting. He said that there should 
be some law to protect the interests of 
policyholders. The cost of constantly 
replacing policies, Mr. Day said, is 
manifest. When a policyholder carries 
a contract a few years and is then in- 
duced to drop it by a twister or advisor, 
the acquisition cost of the business is 
advanced, and the policyholder has to 
pay the bill. The acquisition cost, Mr. 
Day said, is multiplied as many times 
as the policy is replaced. Mr. Day said 
that the anti-twisting bill which has al- 
ready been introduced in the Illinois 
legislature is too drastic, in that it pro- 
hibits a company from compensating an 
agent for replacing any policy under any 
circumstances. 

Mr. Day said that there are sometimes 
cases where an agent is justified in per- 
suading a policyholder to lapse his old 
contract and take a new one. In fact, 
an agent can often render a distinct 
service to a policyholder by urging such 
a change, Mr. Day said, and declared 
that compensation should not be denied 
an agent who influences a change of 
this character. There should be no 
legislation, Mr. Day asserted, against 
allowing a policyholder to surrender his 
contract if he wants to. Mr. Day said 
that an _ effective anti-twisting bill 
should carry the provision that the as- 
sured must sign a certificate setting 
forth that before dropping his old policy 
its benefits were fully explained to him. 
In summing up, Mr. Day said: “In brief, 
I favor a bill providing against misrep- 
resentation or suppression of facts, but 
not a simple anti-twisting bill.” 

Adjusters Question Day 


Mr. Day was permitted to fully set 
forth his views before the advisors or 
counsellors were permitted to question 
him. When they commenced a cross- 
examination, the session became lively. 
They asked Mr. Day if he approved of 
the rider used by the Aetna Life which 
is, in effect, a warranty on the part of 
the assured that a new policy is not 
being taken out to replace existing in- 
surance. Meyer H. Gladstone, the at- 


| torney, took a hypothetical case of a 


man carrying $1,000 20-year endowment 
policy which after being carried for six 
years, was replaced by an ordinary life 
contract in a nonparticipating company. 
The various disadvantages or benefits 
of the change were argued back and 
forth between Mr. Day and the ad- 
visors. Le Roy Burton, one of the ad- 
justers, accused Mr. Day of writing a 
letter to Insurance Superintendent 
Houston which was supposed to have 
come from the head of the Victor 
Manufacturing Company. All of the 
advisors dwelt at great length tipon the 
Victor case. Mr. Burton characterized 
it as the “most flagrant perpetration on 
any friend in the United States.” He 
analyzed the Victor case and referred to 
it repeatedly. He said that he had for- 
merly held licenses in the Prudential, 
Travelers, Missouri State, Aetna and 
Columbian National, but that he had 
been deprived of them through trickery 
and conspiracy and stood ready to prove 
his contentions. Mr. Day explained why 
he sold 10-payment life insurance to the 
Victor Manufacturing Company, point- 
ing out that it was taken out for the 
purpose of filling a particular need. 

At one time during the testimony 





when the arguments were waxing warm, 
Senator John Dailey, head of the com- 
mittee, turned to the adjusters and said: 
“If there is a field for great harm being 
done through your service, there is need 
for legislation. It seems to me that 
your service may be abused. There is 
apparently a possibility for unscrupu- 
lous men to divert good insurance and 


replace it with poor insurance. I was 
stung once. I was_ steered from a 
That 


splendid company to a poor one. 
is the position that the public generally 
is in. I do not want to do anything to 
discourage the mass of people who look 
with reverence on life insurance. I have 
not felt that life insurance has been 
conducted dishonestly. Let’s not sup- 
press men who are capable of doing 
good service. As I see it, there is at 
present a great danger of concealment 
of the facts and that is what we want 
to eliminate.” 
: “Consumer Pays” 


Senator H. C. Kessinger, another im- 
portant member of the committee and 
chairman of the insurance committee of 
the Illinois senate, seemed to hold the 
same views as Senator Dailey, for he 
said: “The consumer pays for it all, any- 
way. The greatest trouble in life insur- 
ance is in lapsation. Acquisition cost 
is a big cost. Life insurance must be 
sold through agents. It can’t be sold 
without them. All this changing in the 
end puts a burden on the average policy- 
holder. If we permit a large number of 
unattached men to go about educating, 
agitating and changing, in the end the 
average policyholder would be harmed 
because of a large acquisition cost.” 


Kessinger on Fraternals 


Senator Turnbaugh of the committee 
said: “Why can’t we have life insurance 
companies that write life insurance and 
do not try to be in the investment busi- 
ness at the same time?” Someone told 
him that such companies were the fra- 


ternals. Senator Kessinger quickly re- 
plied: “No, the fraternals are not in 
the life insurance business, they are 


in the pass-the-hat business.” Senator 
Kessinger wound up the morning hear- 
ing by saying: “I think that free lancers 
in the life insurance business do more 
agitating than educating.” 

Stands Up Under Fire 


Throughout the free-for-all meeting, 
Mr. Day was harassed by the three ad- 
visors, who constantly challenged the 
statements that he made and attempted 
to discredit his testimory. Mr. Day, 
however, was cool and deliberate. He 
stated facts carefully, and the fairness 
of his attitude made a deep impression 
upon the committee. He did not at- 
tempt to evade any question, but was 
at all times perfectly willing to argue 
any point out with the advisors. Mr. 
Dailey said frankly that he and _ the 
rest of the members of the committee 
attached considerable importance to the 
arguments made by Mr. Day. 


Reporters Nettle Gladstone 


For the purpose of making an argu- 
ment, one of the advisors said at one 
point in the testimony: “Let’s make 
a comparison between Mr. Day’s com- 
pany and some of the other companies. 
We will take the Blank Life Insurance 
Company of Chicago, which is a good, 
representative little company.” The ad- 
visor named a company that is know? 
to be in bad shape financially. The re- 
porters for the insurance newspapers 
who were present at the hearing and 
familiar with the company’s situation 
laughed unrestrainedly when the ad- 
visor declared the company to be i 
sound condition. The laughter extend- 
ed to some members of the Dailey com- 
mittee. Meyer H. Gladstone, the at- 
torney for the adjusters, seemed to feel 
that the outburst of hilarity on the part 
of the reporters had somewhat weaken- 
ed the argument for his client. Turning 
to the insurance newspaper men. Mr. 
Gladstone shouted: “Hey, you fellows. 
remember that you are just reporters 
here—you are not the claque.” 

Senator Turnbaugh seemed to be 
opposed to Mr. Day and in sympathy 
with the advisors. He asked about the 
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MR. AGENT! 
Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
erience, Low Cost, a Splendid 
ecord for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 
Neg Saga 

















“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .8.T. Bidg.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesti 
booklet 7” 
“Si ggesticns for Increasing 
Your Income’”’ 
and would be pleased to send a copy 
to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 








THE 
UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 70 Years of Service to 

Policyholders 
Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


95-107 Fifth Avenue New York City 











MORE THAN 50 


of the business wri 
Dus s written by some of our larger 
pa is a direct result of the Fidelity lead 
- Our agents interview interested pros- 


Pects le wh . 
Office for ~&. = Save written the ad 


Fidelity is a lo 
_ oe w-net-cost company operat- 
ing in 40 states. Full level net premium re- 


ve basis. Oy, i 
Faithfully serving RW Bee 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President 
ew agency Openings for the right men 





number of agents writing business in 
the country who are unequipped and 
unable to sell life insurance intelligent- 
ly. He said that it appeared to him that 
the life companies in Chicago were at- 
tempting to deny policyholders the 
right to make a new contract because 
they were using the question in their 
applications as to whether the new in- 
surance was being taken to replace ex- 
isting insurance. Attorney Gladstone 
asked Mr. Day a number of questions 
about the Managers’ Association. He 
said: “Was a pledge requested of the 
members of this association to the ef- 
fect that the members would not ac- 
cept insurance taken to replace other 
insurance and would not take business 
from twisters?” Mr. Day replied that 
the members were not required to sign 
such a pledge. Mr. Gladstone read 
from a photographic copy of a letter 
declared to have been written by Ed- 
ward A. Ferguson, Chicago manager of 
the Union Central Life, to H. B. John- 
ston, Chicago manager of the Missouri 
State Life, containing the pledge re- 
ferred to and a set of principles as to 
the conduct of an agency. Mr. Glad- 
stone said that this letter had gone out 
to all members of the Managers’ Asso- 
ciation. and that those who had ex- 
pressed themselves as willing to abide 
by it had closed their offices to the 
business of his clients. Asked whether 
he would do business with the com- 
plaining advisors, Mr. Day said: “I 
won't build my business at the expense 
of another man’s business. I. don’t 
want replacement insurance in my 
office.” 
Mason Defends Advisers 


Fred B. Mason, general agent of the 
Aetna at Chicago, was subpoenaed and 
testified at some length. He said that 
replacements in the same company are 
always encouraged, as they usually re- 
sult in the assured carrying a more 
satisfactory contract, but that whenever 
any replacement is made, it brings about 
a double acquisition cost, the same as if 
the insurance had been taken in an 
outside company. Mr. Mason said that 
any citizen has a perfect right to dis- 
cuss life insurance, and that the right 
to examine a life insurance contract 
should not be curbed by law. “I don’t 
see why iree lancers haven't a right to 
operate,” said Mr. Mason. “When 
these men bring me business I don’t 
see why I shouldn’t pay them the com- 
mission for it. My attitude has been 
diametriéally opposed to that of the 
other general agents of Chicago.” 


Tilt with Managers 


Mr. Mason said that he was asked 
to resign from the Life Underwriters’ 
Association and the Managers’ Asso- 
ciation because of his business transac- 
tions with the advisors. He said that 
Frank H. Bushnell, vice-president of 
the Aetna Life, had a conference with 
five or six Chicago general agents, and 
that they did their best to persuade 
both Mr. Bushnell and Mr. Mason 
from taking business from the advisors. 
Later, Mr. Mason said that the home 
office instructed him not to take any 
further business from any agents who 
were not licensed by the insurance de- 
partment. Mr. Mason said that the 
licenses of the adjusters with whom he 
had been doing business were allowed 
to expire and were not renewed by any 
of the companies. 


Williams Involved in Testimony 


Mr. Mason was the first witness who 
testified that J. F. Williams, the actuary 
of the insurance department, insisted 
upon examining the books in his office. 
Similar complaints were voiced by H. 
B. Johnston of the Missouri State Life 
and W. W. Tate of the Columbian Na- 
tional. Mr. Mason said that Mr. 
Williams presented himself and de- 
manded the right to examine the office 
and its books. After some discussion 
he declared, according to Mr. Mason, 


that he would cancel the license of the 
company if he were not permitted ac- 
cess to the files of Mr. Mason’s office. 
Mr. Mason’s lawyer advised him to let 
Mr. Williams go through his books and 
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Agents Wanted! 


For Attractive Contracts 


Write to 


ie) 


OF HOUSTON,TEXAS. 





J. C. Stribling 
President 




















Mr. Mason said that Mr. Williams took 


‘‘Nothing humbler than ambition 
when it is about to climb.’’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 


That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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MODERN BUSINESS GETTING METHODS | 





Valuable Selling Suggestions Given on 
Inheritance Tax and Business Insurance 
Before New York Association's Meeting 


N his address delivered before the 

New York Life Underwriters Asso- 

ciation Leon Gilbert Simons of the 
Equitable of New York gave some in- 
teresting information which can be used 
in the sale of inheritance tax insurance. 
Mr. Simons said that the inheritance tax 
protection is not only for men of wealth 
but that in some cases inheritances as 
low as $3,000 are taxed. He said there 
is no reason to believe that the estate 


tax is a temporary proposition. Al- 
though it was greatly increased during 
the war it was not a war measure. 


Forty-six out of 48 states now have es- 
tate taxes. In 1921 five states increased 
their inheritance taxes and in 1922 three 
more took the same step. The amount 
collected from estate taxes taken from 





CLAYTON M. HUNSICKER 
Fidelity Mutual, Philadelphia 


the records show that on personal in- 
come taxes, $16,000,000 were collected 
m 1921 while the same year $17,500,000 
Were collected on direct estate taxes. 

He said that the law provides that a 
man may take out $40,000 in life insur- 
ance payable to a beneficiary, and no in- 
heritance tax may be paid on the pro- 
ceeds. It also provides that $50,000 may 
be leit to the man’s estate in life insur- 
ance tree from, estate taxes. It is well 
known that the United States Treasury 
ruling says that a man can leave $90,000 
Msurance without any liability of in- 
heritance taxes being payable on the 
amount if he will leave $40,000 to a 
named beneficiary and $50,000 to his 
estate, 


Told How Estates Have 
Shrunk Through Taxes 


Mr. Simons gave several examples of 
ell known estates which had shrunk 
—— after the death of the owner on 
— ot inheritance taxes and other 
Of om ao estate of John F. Dodge 
36.000. odge Motor Co. amounted to 
D6 000. It was scattered out over 
-» States and each one took its bit. By 
we ; so all the federal and state taxes 
hemmed paid and the expenses of ad- 
7 — of such a scattered estate 
ieigeneen amount had dwindled to 
loa oo less than half which was 
. le to his beneficiaries. 
bee e estate of Theodore Roosevelt 
unted to $956,000. The expenses of 


nhestration, amounted to $43,000 and 
Titance taxes $77,900, or 13.7%. 


t Is - . : 
's Not alone the inheritance tax in 


Ww 


tion. 





itself which must be thought of in sell- 
ing the insurance. Suppose that a man 
has an inheritance tax of $50,000 on an 
estate. If the estate is a big one this 
may not seem like a large proportion. 
But the fact is that no one keep $50,000 
in cash on hand. The result is that 
some part of the estate must be sold and 
the chances are that a big sacrifice will 
be necessary to get the cash so that the 
actual cost of the inheritance tax will be 
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THE MECHANICS OF THE CLOSE 
C. J. Rockwell of Carnegie Tech Gives Interesting and Valuable Suggestions 
at Detroit Congress 


much greater than if the cash were kept 
on hand. The best way to make sure 
that the money will be there is through 
life insurance. 


Ravages of Inheritance 
Taxes Are Tremendous 


When the Lusitania was sunk there 
was on board from a wealthy family a 
mother and her daughter. The mother 
was drowned at the time of the acci- 
dent. Her daughter was the heiress but 
she was so seriously injured that she 
died shortly after the accident. The 
woman’s husband was the next line 
for the estate and weakened by the 
shock of the terrible accident he died 
soon after. According to the law an 


in 


| — RY GEORGE BROWN 


sé HERE are two views of life in- 
"T surance salesmanship, one from 
the high pressure or ‘strong 

arm’ angle, the other that of soliciting 
counsellor. The first makes customers, 
the other clients,” C. J. Rockwell of 
Carnegie Tech told the life men attend- 
ing the Detroit sales congress last week. 
“Real salesmanship possesses two dis- 
tinct functions, education and execution. 
Education is the basis of creative sales- 
manship, while execution develops co- 
operation and leadership. Education 
pictures the client’s needs, discloses his 
problems and offers plans for their solu- 


Must Detine Client's Needs 
“You must define his needs. He is 
unaware of what they are or he is in- 
different. You have to picture to him 
the wife and children left without ade- 
quate means, the dependent parents, the 
future of his children, his obligations to 
his creditors and his associates. 

“Discussing his problems, you must 
indicate the difficulties and how he can 
prevent their arising after he has gone. 
You must concede his problems are 
very real and show him the greater 
necessity for their solution. 

“In the solution you eliminate the dif- 
ficulties, make the elimination possible 
and easy and demonstrate how the ben- 
efits to be provided will be definite and 
certain. 

Many Victims of Auto-Suggestion 


“Many salesmen are victims of auto- 
suggestion. They are afraid to advise 
the man as to that which is for his best 
interest. Much of the fear is due tea 
their lack of preparation. A _ sale is 
nothing more than an agreement to 
accept a proposal, otherwise it is merely 
a purchase and the salesman an order- 
taker. 

“When you get him to agree that 
your proposal is worthwhile and that 
you have shown him the means by 
which he can reap its benefits, the 
greater part of the sale is made. 


Work for Affirmative Answer 


“Ask questions that he can answer in 
the affirmative. ‘Don’t you think this is 
a good plan?’ ‘Isn't this the best way 
to do it?? ‘She should have $100 a 
month, shouldn’t she?’ and so on. Never 
ask a question to which he can reply in 
the negative. 

“After he has given you the affirma- 
tive answers you have evoked, insist 
that the contract will do these things. 
There is nothing further to do than 
have him attach his signature to the ap- 
plication. If he refuses, bear in mind 
that when he says no, he has to screw 
up his courage to do so. 

“One of the best urges on a man to 
sign is to remind him it requires but 
a drop of ink to make a pen write and 





c. J. ROCKWELL 
Carnegie Salesmanship School 


that the drop of ink may mean protec- 
tion for his wife for the rest of her life.’ 
Injects Humorous Illustrations 


Mr. Rockwell brightened what might 
easily be a mere academic discussion of 
salesmanship by his humorous illustra- 
tions. Mother sticking a straw into the 
cake to ascertain whether it be baked 
illustrated the affirmative answers given 
by the prospect. The girl saying to her 
bashful sweetheart, as they looked at 
the dining room suite in the store win- 
dow, that she thought they could afford 
it, brought the engagement ring on the 
next visit although there had been no 
proposal, illustrating a close without 
even asking for the signature. 

Illustration of Persistence 


His illustration of persistence made 
the best hit of all. 

“Ever stand beside the hammock as 
she lay within the net, your hand on 
the rope, longing to get in with her and 
yet not daring? You got closer and 
closer but, like a flash she said: ‘Oh, I 
want to sing you that new song’ and 
jumped out. Did you shove your hat 
down over your eyes and hop off the 
porch? You did not. You went into the 
music room with her, turned the pages 
for her, slipped your arm around her 
dainty waist and—yes, you did! Kissed 
her, didn’t you? You closed the sale 
without saying a word.” 

Mr. Rockwell’s subject was “The Me- 
chanics of the Close.” It was the near- 
est to regular “sales talk” of all the 





addresses and, therefore, was particu- 
larly helpful. 


) 





estate tax must be paid on the entire 
amount after the death of each of these 
people so that the estate has been re- 
duced to 27 percent of its original 
amount within a short time. 

The federal law allows five years to 
elapse before it will be necessary to pay 
another inheritance tax on the same es- 
tate. There no such extension on 
state taxes however. 


Is Difficult to Find 
Any Means of Avoiding 


is 


There are a great many men of wealth 
who think that they have provided so 
that their heirs can evade inheritance 
tax. The method usually used is by the 
transfer of property to someone else, 
usually it’s the wife. The law has been 
so arranged however that it is very hard 
to evade the tax in this manner. If the 
property has been transferred within 
two years prior to the death of the dece- 
dent the tax must be paid nevertheless. 
If the transfer was made at a previous 
date it must be shown that it was made 
for a proper consideration, in other 
words, the recipient of the property 
must show that it was properly paid for. 

If a man should transfer his property 
to his wife he must remember that in 
case of the prior death of his wife it will 
be necessary for him to pay an inherit- 
ance tax on his own property. 


Hunsicker Discusses 
“Business Insurance” 
Hunsicker, manager of the 
Fidelity Mutual Life at Philadelphia, 
addressed the association on the sub- 
ject of “Business Insurance.” He said 
that his work was to determine “how 
can a business be perpetuated.” He 
said that in any town there are new 
names and signs on the doors of shops 
as compared with a few years ago. He 
said that the reason so many businesses 
pass out of existance that there 
not a sane and logical agreement be- 
tween the partners or members of the 
firm to perpetuate it. He said that the 
first job of the agent who sells this 
kind of business insurance to con- 
vince the members of the firm that they 
must draw up a definite agreement as 
to the disposition of the business in the 
case of the death of a member of a firm. 

He said usually it is merely agreed 
that one member of the firm may have 
the option of buying off the other at 
the inventory value. They neglect to 
realize that the heirs may not agree as 
to just what the inventory value is. The 
inventory price is a dead man’s price. 
He suggested a solicitation something 
along this line: “Mr. Prospect, what 
would you do if your partner should 
quit? Suppose he should tell you to- 
day that on account of his health he 
must go to California permanently. 
Then when you started to take up with 
him the matter of disposition of the 
kusiness he should refuse to talk to you, 
saying, ‘You will have to arrange it 
with my wife.’ 

“That is just exactly the same position 
you would be in if your partner should 
suddenly die. You would have to settle 
the matter up with his wife.” 


Cites Hypothetical 
Case of Stock Company 


Clayton 


is is 


is 


An important thing about any agree- 
ment that is drawn up is that it must 
include the majority stock. Mr. Hun- 
sicker used the hypothetical case of the 


firm in which there were five stock- 
holders each with $20,000 worth of 
stock. He called the stockholders A, B, 


C, D, and E. A, B, and C are men and 
D and E are women. The women have 
inherited their shares from deceased 
husbands. However already the other 
members of the firm are aware of the 
importance of some such agreement in 
the event of death of previous partners. 
Perhaps the women are not interested 
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in business and have turned over the 
whole matter to their lawyers. These 
lawyers are continualy coming into the 
office and investigating to see if the 
salaries are too high or something of 
the kind. If a third member of the firm 
should die the majority of stock would 
then be in the hands of lawyers. No 
business man wants this to happen. It 
means liquidation in most cases. The 
three male members of the firm can 
therefore get together and draw up an 
agreement in a contract of sale, increase 
their salaries to take care of the pre- 





miums of life insurance, the proceeds 
of which will buy out any partners 
share if he should die. 

Any member of the firm would much 
prefer that his dependents should re- 
ceive actual cash than a share in a 
business unless they are expecting to 
take active part in the business. 

Mr. Hunsicker does not believe in 
the bonus plan of keeping men inter- 
ested in a business. He said that in 
developing young men some kind of an 
agreement should be made whereby they 
can buy stock in the company. 
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NEWS OF THE PRUDENTIAL 


Horace LeGendre Is Made Manager 
of the Newly Opened Quebec 
City Ordinary Agency 


The announcement of the transfer of 
Horace LeGendre, for many years super- 
intendent of the Quebec, P. Q., district 
of the Prudential, to the managership 
of the newly opened Quebec city ordinary 
agency is made, 

Mr. LeGendre 
prominent place in 
not only operating the district with 
marked success, but also securing a 
heavy personal production of ordinary, 
easily leading his brother superintendents 
in Canada in that respect. 

tdmond Bourassa, formerly an as- 
sistant superintendent in the same dis- 
trict, has been promoted to the position 
just vacated by Mr. LeGendre. 

Agent Irving R. Smith of Kansas City 
No. 1, Mo., district has been showing 
commendable progress in the handling 
of his agency. He has received promo- 
tion to assistant superintendent in the 
same district. 

Agent Albert B. Nash of the 
No. 3 district is showing good 
in ordinary and is evidently 
leadership. 

Agent Robert C. D. Workman of the 
Detroit No. 1 district has a splendid 
amount of ordinary to his credit for the 
year to date. 

Agent William T. Colvin of Washing- 
ton, Ind., is one of the most enthusiastic 
devotees to good account conditions that 
Division G has on its roster. When his 
arrears run over 2 percent of the debit 
he is concerned and immediately sets 
about effecting an improvement, At the 
present time his advance payments are 
very nearly 5 times the size of his debit. 

Agent J. L. Jack of the Lewiston, Me., 
district has an industrial record worthy 
of comment. The persistancy of his new 
business writings is very good and it is 
noted his name is listed No. 32 among 
the company’s leaders in industrial net 
increase. 

C. Weidenfeller, assistant superintend- 
ent of Passaic, N. J., district, recently 
completed thirty years of continuous 
service with the Prudential. 

Although Agent Curtis H. Doepping of 
San Pedro, Calif., has had but 18 months’ 
experience as a life insurance salesman 
he has a net industrial increase for 1923 
which entitles him to agency leadership 
in his division and forty-ninth place 
among the agents of the entire field. 

Raymond C. Parent of Dayton, Ohio, 
is appointed special assistant superin; 
tendent to fill the vacancy created by 
the death of Charles W. Mitchell. John 
P. Riley, of the same district was selected 
to fill the position made vacant by the 
Mr. Parent's change. 

The following agents of the Pruden- 
tial, in their respective districts, have 
been promoted to assistant superintend- 
ents: Winifield S. Athey, Washington. 
PD. C.; Jerry V. Cole, Norfolk, Va., and 
Frank E. Hood, Charleston, W. Va. 

Agent James F, Armiger, of the Wash- 
ington, D. C. district, is not only doing 
progressive work in industrial increase 
so far for 1923, but he enjoys the dis- 
tinction of leading the large agency staff 
of Division N in ordinary net issue for 
the first four months of this year. 

Agent George E. Mocny, who is con- 
nected with the Chicago No. 6 district, 
is the present leader of Division J in 
ordinary net issue, and also ranks well 
up among the leaders of the company. 
Besides being the leader in the division 
in the ordinary branch, he is leading his 
district in industrial net increase, which 
indicates that the year will be his banner 
year. In addition, Mr. Mocny has kept 


occupied a 
the Canadian field, 


has long 


Detroit 
progress 
out for 





his debit good condi- 
tion, 

Agent Lawrence F. Toomey of the 
Philadelphia No. 4 district has the dis- 
tinction of leading the agency force of 
Division “D” in ordinary net new busi- 
ness. Mr. Toomey is also credited with 
a nice industrial increase, and keeps his 
debit in especially good condition. 

Assistant Superintendent Dennis A. 
Quinn of the Bridgeton, N. J., district, 
holds the position of pace setter of the 
division “D” assistancy force in ordi- 
nary net new business. 

Brinton C. Carter, an assistant super- 
intendent at Brownsville, Pa., Washing- 
ton, Pa., district, in his first year has 
accumulated a substantial volume of in- 
dustrial and ordinary business, and has 
backed up his industrial record by a 
str-ng combination of low arrears and 
high advance payments. 


in a particularly 


American National Promotions 


Among the recent promotions an- 
nounced by the American National In- 
surance Co. of Galveston, is the advance- 
ment of H. O. Skarke from an assistancy 
in Oklahoma to the position of traveling 
auditor, with headquarters in the home 
office. 

Superintendent J. E. Ahr of the San 
Diego, Cal. district has been advanced 
to the superintendency of Los Angeles, 
No, 2. and Assistant G. P. Byrd trans- 
ferred from Los Angeles to the San 
Diego superintendency. 

Assistant A. Yzaguirre of the San 
Diego district has been promoted to this 
position from an agency in the El Paso 
district. B. C. Leehans, formerly as- 
sistant in the New Orleans district for 
several years, has been transferred to 
an assistancy in San Diego. 

Superintendent C. O. English of the 
Louisville district has been transferred 
to the management of Chicago, No. 1, 
succeeding J. Leahv, who has been again 
promoted to a position on the road. Mr. 
English has been succeeded in Louisville 
by Assistant F. J. Rogers. 


National Life & Accident Promotions 


The National Life & Accident of Nash- 
ville, Tenn., has announced several pro- 
motions among its field forces. D. L. 
McGuire of Macon, Ga., has been pro- 
moted to a superintendency. A. W. Steel- 
man of Omaha has been made a super. 
intendent in that district. W. C. Hopson 
of Omaha becomes a superintendent in 
his district and S. F. Call of Chicago 
No. 2 has been made a superintendent 
in Chicago No. 1 district. 


J. H. McGrath’s Sudden Death 


James H. McGrath, district superin- 
tendent of the Metropolitan Life at 
Taunton, Mass., dropped dead in front of 
the company’s office there last week. 
Death was due to heart disease. He was 
prominent in the Foresters, Eagles and 
other societies and as an entertainer 
was well known throughout southeast- 
ern Massachusetts. 


Public Savings News 


Superintendent J. C. Rutter and staff, 
were the winners in a contest staged by 
Manager Macy of the Muncie district of 
the Public Savings Life. The winners 
were entitled to a trip to Indianapolis 
to visit Manager A. Miroff’s staff of In- 
dianapolis South, on Saturday and attend 
the Saturday morning meeting. 

Manager Miroff of Indianapolis South 
also had a contest in his district with 
a prize of a chicken dinner for the win- 
ners and soup for the losers. The Muncie 
guests had their date set right and en- 
joyed the chicken dinner very much. 

To show his appreciation of the enter- 
tainment, Manager Macy challenged the 





Indianapolis South district for a contest 
in joint results for the month of May, 
winners to attend a joint picnic. The 
challenge was promptly accepted. 
Changes announced include: Superin- 
tendent D. Lewis-transferred from Hunt- 


ington to Fort Wayne; Superintende 
B. F. Sanders transferred from Soufi 
Bend to Huntington; H. W. Winkler a 
pointed special heme office canvasser 
Agent C. R. Hay promoted to superi 
tendent at South Bend. 














NEWS OF LOCAL ASSOCIATIONS 








Lowell, Mass.—A service similar to 
that of newspapers in the intellectual 
field has been performed in the economic 
field by life insurance, declared B. S. 
Pouzzner, publisher of the Lowell “Sun- 
day Telegram,” in an address before the 
Lowell association at its monthly meet- 
ing Thursday. 

“Newspapers,” he said, “have  per- 
formed the function of equalizing the 
intelligence of the inhabitant up to a 
certain point at least. The life insur- 
ance institutions and their wonderful 
field organizations have performed a 
service of like proportions in the eco- 
nomic field by making it possible for 
the poor man to measurably equalize the 
economic situation of his family in the 
event of his untimely decease with that 
of the wealthier members of society. The 
more economically independent the indi- 
vidual units of society are the stronger 
economic foundation there is for civili- 
zation. The two great things are educa- 
tion and economic stability and sound- 
ness and both newspapers and life 
insurance institutions are doing a great 
work in forwarding these two keystones 
upon which rests the arch of modern 
civilization. 

*x* * * 

Davenport, Ia.—The regular monthly 
meeting of the Davenport association 
was held last Saturday noon, with about 
40 members in attendance. 

S. W. Sanford, a member of the execu- 
tive committee, read a motion made at 
the executive committee meeting on May 
5, which is as follows: “A motion was 
made and carried that this executive 
committee disapproves part-time life in- 
surance men, residing within the tri- 
cities, from obtaining membership in the 
association.” A vote was taken and it 
was shown by this vote that the mem- 
bers present were unanimous in their 
endorsement of the executive commit- 
tee’s action. 

S. W. Sanford was the first speaker on 
the program and his topic was: “Who 
Shall We Make the Beneficiary in Part- 
nership and Corporation Insurance.” Mr. 
Sanford read from the “Diamond Life 
Bulletin” the various opinions as_ set 
forth and the reasons for the opinions. 

The next speaker on the program was 
Carl LeBuhn, whose topic was “How to 
Get the Larger Cases.” Mr. LeBuhn 
pointed out, that in order for a man to 
secure the larger policies, it is essential 
that he be well versed with his subject. 
In other words, he brought out the 
necessity for a man being a student on 
the functioning of life insurance in gen- 
eral. He also stated that a man must 
be broad-minded and a judge of human 
nature, for without these two attributes, 
it would be impossible to write the 
larger cases. 

* * * 

Sioux City, Ia.—The May 
the Sioux City association 
the best meetings of the 
president Frank “Hesse, Massachusetts 
Mutual Life, was in charge. The chair 
appointed a committee to nominate offi- 
cers for the ensuing year, the nomina- 
tions to be presented at the June meet- 
ing. Frank Slotsky, F. J. Dougherty, S. 
Fockler, J. M. Showalter and J, Q. Bro- 
leen were members of this committee 

Attorney A. O. Jepson gave an inter- 
esting discussion of the laws affecting 
the descent of property, and the rela- 
tion of the inheritance’ tax to estates. His 
talk was full of good information. 

J. H. Jefferies, assistant to the vice- 
president in charge of agencies of the 
Penn Mutual Life, gave an interesting 
and inspiring talk in which he showed 
that the agent's mental equipment does 
not necessarily need to be above the 
average to get good results. As he put 
it, he must require “guts” and industrv, 
coupled with the best judgment at his 
command. 


meeting of 
was one of 
year. Vice- 


*x* * * 

Fond du Lac, Wis.—N. J. Frey of Madi- 
son, president of the Wisconsin Life, 
spoke to members of the Fond du Lac 
association at its regular monthly meet- 
ing. Mr. Frey is the first presitent of 
an insurance company to address the 
Fond du Lac association. 

*x* * * 

Richmond, Va.—A talk on the invest- 
ment value of life insurance featured the 
May luncheon-meeting of the Richmond 





association. It was given by J. E. Woo 
ward of the Travelers. Four new mer 
bers were admitted. The annual meeti 
will be held next month, after whig 
there will be adjournment until Octob 
as customary each year. 

*x* * * 

Des Moines, In.—“Iowa's future and t 
future of the nation lie in tilling 
waste land of business, for the culti 
tion of our neglected industrial acre 
presents ‘opportunities today m 
greater than have _ existed,” Lee 
Dougherty, president of the Ameria 
Life Convention and manager of 
Guaranty Life of ‘Davenport, told m 
bers of the Des Moines association. 

“The waste farming lands of t 
state are but a pinch of dust compa 
to the unplowed fields of business,” 
declared. He pointed out that the p 
fession of life insurance rests on the 
dividual’s mental acumen and physi¢ 
energy and develops to the fullest ext 
in a land where business growth is in 
initial stages. 

Mr. Dougherty said the public loo 
on the life insurance man as a @ 
energetic and _ persistent  professio 
man, whereas he was really too mod 
and retiring for his own good and if 
took advantage of half of the opp 
tunities which were presented to 
daily he could more than double 
effectiveness. 


Another Million-Dollar Deal 


A million-dollar policy is reported 
have been written last week on 
life of United States Senator Lawrei 
C. Phipps of Denver. The competiti 
for the business was acute, invol 
not only the leading life agents of D 
ver. but some from the east as well 

The policy, the largest ever iss 
in Colorado, was closed by an ag 
of the Massachusetts Mutual Life, J. 
Thebaud of Buffalo, it is said. 
than 20 compan‘es are represented 
the deal, however, including the N 
England Mutual, Mutual Bene 
Penn Mutual, Provident Mutual, G 
necticut Mutual and several other 
line companies. 

A gigantic trust fund, said to be 
favor of Phipps’ three children, 
been formed, but insurance men 
volved refused to divulge the details 
the transaction. 


Briggs Hearing Again Postponed 


In connect‘on with the announcem#é 
of another postponement of the 
ing regarding the license of J. 
Briggs, the New York department 
expressed the opinion that the mal 
will be disposed of without any 
ing being held. It is thought that 
Briggs will withdraw his applicat‘on 
license, which will take the matter 
of the hands of the department. 
Briggs. an inspector of agencies for 
New York Life, ‘was involved im 
handling of the $3,000,000 Kresge 
which received so much publicity 
‘n which controversy the New 
Life Underwriters’ Association too 
active part. The hearing is noW 
for May 22. 


Sells Chicago Contractor 


Alfred Clover, chairman of the 0 
of the Public Life of Chicago, has 
a $100,000 policy on the life o! 
Brundage, prominent Chicago burl 
contractor and uncle of Attorney- 
eral Brundage of Illinois. 


Issues First on New Limits 


The first application to be * ' 
under the increased limits recently 
nounced by the Connecticut Mutu 
an application for $150,000 pres 
by Roger C. Turner of the New 
agency force, written on an exe 
49 years old who increased his 
ance to $300,0000. 





